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Housing Market Demands Merchandising! 
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A TITLE I] HOUSE AT A TITLE | 


Go the American way to volume selling with the American" 





% A low cost line of houses meeting ye Many styles of exteri 
Title | and Title Il specifications ke With teeut 

ith or without carpe 

(3 and 4 bedroom models also , P 


available as shown) % Slab or crawl-space 


%& Several variations of each model we Meetsthe needs of project builders 
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GO THE AMERICAN WAY TO VOLUME SELLING WITH 


American 
Houses Inc. 


165 WEST 46TH STREET, NEW YORK 36, N.Y. 


Use the coupon to get further details — now! 


AMERICAN HOUSES, INC., Dept. NR-2 
165 West 46th Street, New York 36, N. Y. 


Please rush more facts on your new American"'Patriot’ Home. 


Nome 


Address 


City Zone State 
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This is the size range —first introduced 
by Frigidaire —that’s really made for 
today’s building plans. Without sacri 
ficing anything, all the plus features 
of a full-sized electric range are fitted 
into just 30 inches of width. Full-width 
giant oven roasts a 30-lb. turkey with 
room to spare. Imperial Cook-Master 
Oven Control on De Luxe Model turns 
oven on... cooks food at right tem 
perature for correct time... turns it 
off . . . signals meal is ready. Other 
include waist-high Broiler, 
four fast-heating Radiantube Surface 
Units with five accurate heat choices 
and Lifetime Porcelain finish inside 
and out. Available in two models 
RT-30 and Deluxe RT-38 

Landlords have also found that the 
Frigidaire Apartment - Sized Range, 
only 21 inches wide, is a great boon 
in helping rent new apartments. The 


features 
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Y-30 puts all this big range 
apacity into modern compact kitchens 


complete line of Frigidaire ranges in they build much faster. 

cludes 12 models —in 21, 30 and 40 For complete details on Frigidaire 

inch widths. Electric Ranges, Refrigerators, Food 
A Frigidaire Range is just one of the Freezers or Laundry Equipment call 


many kitchen appliances that most your Frigidaire Dealer —or the Frigid 
prospective home buyers can include aire Distributor or Factory Branch 
in their mortgage payments today. To that serves your area. Look for Frigid 
anticipate this desire for appliances, aire under ‘Electric Appliances’ in 


more and more architects and builders your phone book. Or write Frigidaire, 
specify Frigidaire equipped kitchens Dayton 1, Ohio. In Canada, Toronto 
2 


in their plans in order to se/l the homes 13, Ontario 


FRIGIDAIRE Appliances 
Sey BUILT AND BACKED BY GENERAL MOTORS 


Refrigerators ° Electric Ranges * Air Conditioning * Food Freezers 


Home Laundry Equipment + Electric Water Heaters «+ Electric Dehumidifier 
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A TITLE I! HOUSE AT A TITLE | PRICE! 


Go the American way to volume selling with the American"Patriot"’ 


% A low cost line of houses meeting ye Many styles of exterior finish 


Title | and Title ll specifications With or 

ith or without carport 
(3 and 4 bedroom models also 4 
available as shown) % Slab or crawl-space construction 


% Several variations of each model we Meetsthe needs of project builders 


4 BEDROOMS, 980 SQ. FT. 
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165 West 46th Street, New York 36, N. Y. 
Please rush more facts on your new American''Patriot’’ Home. 
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You can sell new homes faster 
with Frigidaire Equipped Kitchens 

















Deluxe Model RT-38 — only 30 inches wide, 
yet its Giant Thrifty Oven holds six pies. Has 
Imperial Cook-Master Oven Control, 
Speed Electric Time -Signal Signal 

Light, full-width Fluore Cooking-Top 
Lamp, Automatic Appliance Outlet, Radian 
tube 5-speed Surface Units, Oven Interior 
Light, Full-Width Storage Drawer, Lifetime 

Porcelain finished cabinet, top and oven 


Pwo 
Oven 
scent 








Only the FRIGIDAIRE THRIFTY-30 puts all this big range 
quality, convenience, capacity into modern compact kitchens 


This is the size range — first introduced 
by Frigidaire —that’s really made for 
today’s building plans. Without sacri 
ficing anything, all the plus features 
of a full-sized electric range are fitted 
into just 30 inches of width. Full-width 
giant oven roasts a 30-lb. turkey with 
room to spare. Imperial Cook-Master 
Oven Control on De Luxe Model turns 
oven on... cooks food at right tem 
perature for correct time... turns it 
off signals meal is ready. Other 
features include waist-high Broiler, 
four fast-heating Radiantube Surface 
Units with five accurate heat choices 
and Lifetime Porcelain finish inside 
and out. Available in two models 
RT-30 and Deluxe RT-38. 

Landlords have also found that the 
Frigidaire Apartment - Sized Range, 
only 21 inches wide, is a great boon 
in helping rent new apartments. The 
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complete line of Frigidaire ranges in 
cludes 12 models —in 21, 30 and 40 
inch widths 

A Frigidaire Range is just one of the 
many kitchen appliances that most 
prospective home buyers can include 
in their mortgage payments today. To 
anticipate this desire for appliances, 
more and more architects and builders 
specify Frigidaire equipped kitchens 
in their plans in order to sell the homes 


they build much faster. 

For complete details on Frigidaire 
Electric Ranges, Refrigerators, Food 
Freezers or Laundry Equipment call 
your Frigidaire Dealer —or the Frigid 
Distributor or Factory Branch 
that serves your area. Look for Frigid 
under “Electric Apphances” in 
your phone book. Or write Frigidaire, 
Dayton 1, Ohio. In Canada, Toronto 
13, Ontario 
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FRIGIDAIRE Appliances 
— =] BUILT AND BACKED BY GENERAL MOTORS 


Refrigerators * Electric Ranges 


Home Laundry Equipment «+ 
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Electric Water Heaters «+ 


* Air Conditioning . Food Freezers 


Electric Dehumidifier 
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Builders Plan More Homes in ‘54 


In a survey just completed by NAHB, 589, of 
273 participating builders from all sections of the 
country say they plan to build more homes this 


decreases for others. For example, an eastern builde: 
who built in two price ranges $10.000 and $14,000 
in 1953, says he will change his lower line to a 


year than they did in 1953, 199% say they will pro 
duce the same, 23°, say they will erect fewer this 
year 

The group includes both large and small volume 
builders in all price ranges from $6,000 to $80,000, 
and their combined construction planned for °54 
totals 28,6092 units, 15%, more than the 24.854 units 
actually erected by the 273 builders last year. Re 
plies indicate a steady to slightly higher price trend 
for 1954. Sixty builders intend to build in a higher 
price range this year than they did in 1953, and 71 
plan to continue their 1953 price lines, while 42 
say they will build lower priced homes than last 
year, 

The remaining 100 report mixed price trends, with 
increases planned for some of their 1954 housing and 
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the Act of Congress, March 3, 1879. Copyright 1954, by Stamats Publishing Company 
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$8.500 house this year and his higher line to a $15 
500 model 

Commenting on the 1954 outlook, the overwhelm 
ing majority of builders replying were optimistic 
Thirty-three per cent say they have no reservations 
that this year will be as good or better than last vear 
and are planning their construction accordingly. An 
other 139 say they are optimistic with some qualifica 
tions principally that business will be good if the 


mortgage market improves. Only 17. or 7' 


pessimistic while 29 had no comment 


were 


More Research On Air Conditioning 


This spring will see the construction of 14 homes 
in Austin, Texas, all to be completely air conditioned 


(Please turn to page 8 
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Typical Techbuilt Home which can be modi- 
fied to allow entrance on either the half level, 
upper, or lower level. 


4 Ford Foundation Television Work shop 


in its Sunday after- 
noon telecast of ‘Excursion 


on February 7 and February 14, will 
dramatize the building of a modern home. After considera] 
search, Carl Koch & Associates were selected 

Techbuilc, Inc. of Cambridge, Ma 

builders 


as the 


In keeping with the plat 
methods of erecting moderate] 
Fechbuilt, Inc. selected Hor 
home laundry equipment 
observations of the 
popularizing other project 

Here avain Hortpor 
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Hotpoint All- Electric Kitchen and Home Laundry, offer 


ing the ultimate in modern living in Techbuilt Homes 


.-»- PACEMAKER OF PROGRESS! 


RANGES * REFRIGERATORS * DISHWASHERS + DISPOSALLS * WATER HEATERS + 


FOOD FREEZERS * CABINETS 
AUTOMATIC WASHERS + CLOTHES DRYERS * ROTARY IRONERS + 


AIR CONDITIONERS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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Screened-in porch adds living space, gives this Coronado a long, low, modern look. 


ee 


sold 25 Gunnison 


Carport, fireplace, and brick wainscoting give this Gunnison Coronado a look of luxury. Basic model measures 24 ft. x 40 ft., has 3 bedrooms 








tow he did 


1 Good product at low price: Gunnison Homes Development plans approved by local planning commis- 
° . 


sion. All Gunnison designs accepted by FHA and VA. 


2 Good market potential for low-priced Gunnison Homes. 
° 


Mortgage financing made easy with help of United 
Extra features add sales appeal. * 


States Steel Homes. Ninety-day construction financing 


also available. 
3 Trained erection and sales personnel. Every home under 
. 


roof in 56 man hours. One experienced salesman devotes Newspaper advertising sells development as new planned 
. 


his full time to selling these homes; he can handle up to community. National and local advertising by United 


100 homes a year States Steel Homes helps sales. 
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With brick wainscoting and other extras, this 3-bedroom Catalina home sold for $13,200 


Homes in just 10 days” 


and easy to erect. An experienced 7-man crew can get 
the largest model under roof in just one &-hour day 


At Whipps Mill Village, Mr. Eagles uses fireplaces 
SaYS i . I. Kagles. planting boxes, tile baths, brick wainscoting, electrical 


Louisville. kK y. ’ circuit breakers and other features to add variety and 


increase sales appeal He does this and still sells the 
most luxurious model for only $14,000 
United States Steel Homes, Inc. has helped make 
Whipps Mill \ lage a success by providing a large 
variety of excellent homes and by helping and advi 
ing the builder. Send the coupon for complete informa 
® W.B. Eagles got his new Whipps Mill Village off to tion about the many advantages of becoming a United 
a rousing start last year: he built and sold 55 homes, States Steel Homes Dealer 
and he developed the land for more than half of the 
74 homes he will complete in 1954. Every home is in- 
dividually styled, every one fits comfortably on a 60- United States Steel Homes, Inc 


foot lot, and most important, every one is a Gunnison Dept. NR-24, New Albany, Ind 


. r s able of building more than 1 
Home Here is what Mr. | agles told us: My organization is cap ible o u }" tha ) 


conventional homes a year. Now I'm interested in what 
“To make a housing development successful today United States Steel Homes has to offer. Send me complete 
information, telling me what | will gain by building the 


you have to have a sure supply of mortgage money sentiaate af alhedl Wiehe Sheu Hasien, tsi 


The prestige and active assistance of United States 


Name 
Stecl Homes helped me to get good financing. Ten 


days after | had mortgage money [I sold 25 homes a 
nearly half of all the homes I built last year Addr 


“My Gunnison Homes are attractive, well built City & State 


United States Steel Homes, Ine. 


Formerly Gunnison Homes. Ine. 


GENERAL OFFICES: NEW ALBANY. INDIANA 
Plants at New Albany. Indiana. and Harrisburg. Pennsylvania 


DISTRICT OFFICES: 


Atlanta, Ga. - Chis o. HL + Columbus, Ohio 
Harrist Pa. - 


Lo ille. K Newark, N | * Omaha, Ne 


SED STHtt &§ 4764 % 


EsrTatre AND BuILpDING JouRNAI hebruary. 1954 











NOT THIS — BUT THIS? 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 
@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 


@ Eliminates going after and returning key to listing 
office 


@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether 
Furnished, Occupied, or Vacant 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd Beverly Hills, Calif 








| 








| MOORLEE SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
LOOK BETTER « LAST LONGER 


AND Sung Results 


Let us show you how the FINEST can be had for LESS 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


WRITE FREE DESCRIPTIVE FULL COLOR NO ORDER 
WIRE — PHONE LITERATURE AND PRICES SENT TOO SMALL 
us YOuR AT ONCE 
NEEDS rman 
=. 


NONE TOO 
CG LARGE 


MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BIVD BEVERLY WILLS, CALIF 


BRadshaw 2.4471 
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Journal Reports 


(Continued from page 4) 


for research purposes. This is a joint project’ by 
NAHB, representatives of the air conditioning in 
dustry, and the University of Texas. Much research 
on air conditioning has already been undertaken by 
various groups, but many more facts are needed to 
make central air conditioning readily available for 
homes in modest price brackets, and the Austin 
project is intended to meet this need. 

Target date for completion of the houses is tenta 
tively May 1. All 14 homes will sell for about $14, 
000 plus land and will have 1,100 square feet of 
floor area. Housing styles will be varied to provide 
as much data as possible. It will include both single 
and split level homes, both wood frame and masonry 
construction. Actual families will live in these homes 
so that 12 months of exhaustive tests can be perform 
ed under actual living conditions. 


Rents Rise Only Slightly 


Rent increases around the nation have been only 
slight since federal rent control was completely as 
sassinated last July 30. On November 30 the aver 
age national increase was only 3% more than the 
July figure. says the Bureau of Labor Statistics re 
porting on its cost-of-living study. 


| Survey Shows Shift in Population 


The annual analysis of apartment occupancy in 
Manhattan, New York, for the first time included a 
sample survey of the movement of tenants who vacate 
Manhattan apartments. 

The survey showed that 40% of those who gave 
up Manhattan apartments moved outside the city 
23.3% to Long Island, 15.6% to New Jersey and 
that regardless of the place to which they went 40%, 
of the migrants purchased their own homes. 

Clifton W. Blume, president of the Real Estate 
Board of New York, Inc., says “These tenants leave 
primarily to own homes of their own. And they seek 
them outside our five boroughs because they can 
afford to buy the land available there which has 
been developed by mass home builders. 

“All apartments vacated were reoccupied im 
mediately so that there is no indicated loss of popula 
tion for Manhattan, especially among the income 
group residing in the better class of the apartment 
houses represented in the study.” 

This is only in one city but it may have consider 
able national significance why apartment tenants 
vacate and where they go. Such a survey can also 
show trends in the nature of occupancy income 
group, Where immigrants are coming from, and how 
much rent they are paying or can afford to pay 








ABOUT THE AUTHORS 


Everett Shepherd (A Realtor’s Took at 
Parking) began a real estate business 
with his partner, A. Page Sloss, in Bir 
mingham, Alabama 35 years ago. Since 
that time he has been active in all phases 
of real estate and has become an experi 
‘nced developer of commercial and resi 
lential properties Shepherd was instru 
mental in developing several large com 
mercial sections in Birmingham, includ 
ing “Five Points West,” a 25 acre center 
which is constantly expanding. He has 
been a director and a regional vice-presi 
dent of the National Association of Home 
Builders 


NATIONAL REAL Estate AND BuILpDING JOURNAI 





The Kay kitchen features electric refrigerator, dishwasher-sink with electric 
food-waste disposer, and electric range—so that the homemaker can be modern 
. cook electrically! Each kitchen is designed to save steps and work. 











What rly cls «fous // 


When “‘lookers”’ turn into buyers, their eyes 
focus on the features of the house. 


That’s when an Electric Range in the kitchen 
can help you clinch the sale. When home buyers 
see that, they realize that here is cooking 
equipment at its best, that it means economy 
and ease of operation, a clean kitchen as well as 
a cool one. Instinctively they feel that the rest 
of the house must also have the best of every- 
thing. They’re well on the way to being sold! 


Builders of homes in every price bracket, in all 


parts of the country, are making full use of the The Kay Construction Company of Washington, D. C. offers different 
Electric Range as a selling feature. Are you? plans, and wide variety of interior design. But Builder Jack Kay says 
“When I began to feature Electric Ranges, I found the rest of the 
selling job was easier. Women almost always prefer this type of range 

When they see it in the kitchen it ‘builds up’ the rest of the house in 


More builders every day their eyes.” 


are installing ELECTRIC 
RANGES 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + BENDIX + COOLERATOR ~- CROSLEY + DEEPFREEZE ~« FRIGIDAIRE 
GENERAL ELECTRIC + GIBSON + HOTPOINT + KELVINATOR + MAGIC CHEF 
MONARCH + NORGE «+ PHILCO + WESTINGHOUSE 
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“Sold 3 G-E ‘Young 


, . a ede, AE Tn ‘ Seiteg yes 
- aleraR ag. a eg en nt ee CGE! KM a SPP RE be da 4 > as EWES, 
Between 3,000 and 4,000 people went through this many sections of the country 


month after month. Why 
house in one week. The builders are now erecting 22 addi 


not let General Electric help sell your houses, too? See your 


tional houses. ‘This success story is being repeated in G-FE distributor about the “Young America’ program 














Feature attraction of the model home was the General G-E Range, G-E_ Refrigerator, G-E Disposall," G-E 
Electric Kitehen-Laundry shown above with the proud Dishwasher, G-E Washer and G-E Dryer, they associate 
owner, Miers. Gerald Ensign, and builder Robert Mackenzie. the « ntire construction of the house Ww ith quality mate rials 


When prospects see dependable appliances such as the and workmanship. 
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Houses the first weekend!”’ 


(The builders are now erecting 22 more) 


WHY DID PEOPLE BUY SO QUICKLY? 


Let Mr. Robert Mackenzie, president of Contemporary Homes, Chagrin Falls, Ohio, tell 
you: “Of all the fine features in our G-E ‘Young America’ House, prospects were impressed 


most with the General Electric Kitechen-Laundry. Nothing sells houses for us like an array 


of wonderful, laborsaving G-E appliances!” 


Isn’t it time you investigated how General Electric can 
help you sell houses faster? 

You get faster turnover when your houses are G-E 
equipped. Your buyers are more pleased. 

And, you or your prospects need nof worry about 
“luxury price tags,” for G-E appliances have top con- 
sumer acceptance yet are competitively priced. 

A General Electric Kitechen-Laundry can be included 
right in a regular mortgage—and the monthly Gost to 
the homeowner is usually no more than that of a 
typical telephone bill. 


How your G-E distributor will help you 


Available to you is a folio of 4 new “Young America” 


Hlomes, with complete promotion plans for the opening 


of your model house—the very same successful promo 
tion plans that have sold thousands of houses for other 


builders all over the country. 


Furthermore, a G-E Distributor Builder Specialist 
will work with you to tailor these promotional plans to 
fit your problems and your market. He will place before 
you builder sales experience gained through many pre 
vious successful builder promotions 

Get all the facts today through your G-E distribu 
tor, or write to the Home Bureau, General Electric 
Company, Appliance Park, Louisville, Kentucky 


ee 
New G-E Room Air Condi- 

tioners at low per-unit cost! Mod 

els are easily installed. No plumb 

ing required 


REGARDLESS OF PRICE RANGE, your houses can have a G-E Kitchen-Laundry 


(See your G-E distributor for answers to your builder problems) 








IN YOUR $9,995 HOUSES 
Includes G-E Refrigerator, G-E Range, G-EF 
Automatic Washer, G-E Disposal and G-E 
Cabinets. Adds as little as 82.98 monthly to 


mortgage payments $5.51 monthly te 


IN YOUR $12,500 HOUSES 
Includes G-EF Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G-E Automatic 
Washer, G-E Cabinets 


»tnortyage payments 


IN YOUR $16,000 HOUSES » 


Includes G-E Refrigerator, G-E Range, G-I 
Dishwasher, G-l Disposall, G kK Automaty 
Washer, G-E Dryer, G-F Cabinets. Adds as 
little as #631 monthly to payment 


Adds as little as 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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Know how to attract prospects? 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch- 
ing photograph, easily-readable in- 
formation both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal- 
nut, mahogany, or aluminum frames 
in sizes from 16” x 20” to 58” x 20”. 
Write today for our illustrated 


folder. 


BULLETIN COMPANY 


37 EAST 12TH 








STREET, NEW YORK 3, NEW YORK 











MAPPING DOWNTOWN AREAS 
IS OUR BUSINESS! 


Why waste time and money on unnecessary 
travel every time you want to examine a piece of 
property ? 

Instead, equip your office with Nirenstein’s 
completely detailed occupancy maps of the down- 
town and decentralized shopping areas of all 
principal cities in the United States. 

With our informative charts at your fingertips, 
you will be in possession of all the pertinent in- 
formation necessary to assist you in your real estate 
transactions. 


226 Principal Cities — 37 states 
6,795 Clockings — 423 Aerial Views 
1,831 Photographs — Real Estate Histories 


The most widely consulted real estate 
reference Atlases in America 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight St. Springfield 3, Mass. 
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Horizontal Heat 2-1 


Three horizontal furnaces have been added to the 
line of models made by the Coleman Company of 
Wichita, Kansas. They are designed for installation 
in attics, or suspended from ceilings, or in the crawl 
space of basementless houses. The furnaces are de 
signed with interchangeable parts so flue outlet and 
controls are accessible from either side. This permits 
installation as either a right- or left-hand unit. Units 
are in a steel casing finished in baked hammerloid 
tan enamel, 


Peek a’Boo File 22 


A complete line of “‘see-thru” drawer cabinets 
for small-parts filing is announced by General In 
dustries Company of Chicago. Ilinois. Models range 
from 8 to 128 drawers. Plastic drawers include ad 
justable dividers and identification labels. Over 750 
combinations can be supplied 


Compact and Complete 2-3 


General Air Conditioning Corporation of Los An 
veles. California offers a combined double sink, re 
frigerator, range, and oven to fit in 42 inches of wall 
space, The refrigerator has a 6 cubic foot capacity 
and a freezer which holds 12 frozen food cartons or 
9 ice cube trays. The range has either three gas or 
three electric burners and includes an oven and broil 
er. In areas where gas or 220 volt power is unavail 
able, a 2-burner 110 volt model is offered 


Cool Off 2-4 


A new air conditioner, designed for casement win 
dows, is announced by Airtemp Division of Chrysler 
Corporation, Dayton, Ohio, The unit fits standard 
size casement sashes and is entirely enclosed within 
the room. A molded plastic air discharge grille has 





Handy Inquiry Form 


Rreat EsTatt 
i127 Sixth Avenue S. E. 


Cedar Rapids, lowa 
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I want to know more about the items checked below. 


Please see that complete information is sent to me with- 


out cost or obligation. 


2-1 2-2 


2-5 2-6 


Name 


Building or Firm 


Street 


City 
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a never-before design! 


ecoeee BEST 


Never before in the prefabricated home 
field could you offer so much! Here’s a 
home with looks, styling, features that put 
it way ahead of contemporary models . . . 
but not ahead of consumer demand. This is 
the casual, informal home they've been 
clamoring for! How many can you sell? 


Out-of-this-world STYLING... 

Imagine three different roof styles to choose 
from — all with deep overhang! Exterior 
shown is of attractive redwood vertical 
siding with aluminum horizontal sliding 
windows. Large combined  living-dining 


2 or 3 
BEDROOMS 


area has brick fireplace with built-up 
hearth, redwood paneling, built-in book- 
shelves, pass-thru window to kitchen, 
Youngstown Kitchen provides for built-in 
Thermador oven. These are but a few of 
its revolutionary innovations! 


Down-to-earth CONSTRUCTION .. . 
Ceiling, roof and walls are panelized at the 
BEST factory for faster on-site erection... 
yet every part is built on the sound prin- 
ciples of conventional construction. For 
example, exterior walls have 2” x 4” studs, 
16” O.C. with plywood sheathing. 


ROBERT B ARMSTRONG 
DESIGNER 


In addition to three contemporary rool 


styles, Styline also offers vable end hip 


Single or double 
car garage 


BEST FACTORY-BUILT HOMES, INC. 
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Plant and General Offices, EFFINGHAM, ILL. 
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movable vanes for directing the air flow, and con 
trols are hidden under a plastic cover at the front of 
the unit. Thermostatic control and two-speed fan are 
standard equipment. The air conditioner is available 
in Yy horsepower size. 


2-5 
The General Electric Company of Louisville, Ken 
tucky announces four new room air conditioners 
Model R-72, one horsepower, for areas up to 700 
square feet Model R-52, % horsepower, for areas 
up to 500 square feet Model R-32, “horsepower, 
for areas up to 300 square feet Model R-22, 1 
horsepower, for areas up to 200 square feet. The 
three larger capacity models are identical in appear 
ance and feature a powerful exhaust and a single 
control for five positions, including a setting for extra 


ALWAYS WORKING FOR YOU! 
Beautiful - Useful - Durable - Handy 


Keep Your Name Before Your Clients 
will be reminded of you every time they see your 
name on the cover of this attractive portfolio that keeps 
policies and papers safe and orderly 
Lasts A Lifetime — Makes Folks Think Of You 

Black ‘%-fold cover of durable TEXON. Plastic 
cant tear ot break. Has 10 heavy kraft envelope 
record form printed on each J 6% 1S? 


PRICES Ideal Gift and 
—— eee $1 Good Will Builder 
: 9 
A oe naiie Minimum order | doz 
Orders filled F.OLB 
New York to rated 


concerns. Order 


Folks 


trap 
with 
when closed 





29 ppd 
only Ye ea 
only 89e ea 
Please send remittance 
with sample order 








now 





your fiim-s 
at bottom of Port 


FREE — No Extra Charge for Gold Stamping \our «1 name 


sddie on orders of 25 Imprint wall be 
folio cover, 4-line maxinum 


ete or more 


MAGNUM MFG. CO., 655 Sixth Ave., Dept. NR-2, New York 10, N.Y. 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 





LONG 
TERM 
LEASE 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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dehumidification. Air intakes on all models are on 
the underside where they will not be obstructed by 
curtains 


A Complete Check-up _ 

The Southwest Research Institute of San Antonio, 
Texas is offering the 1954 edition of “Home Buyers 
Check List.” a set of standards for home owners to 
rate houses for value and performance. This booklet 
is available at 25 cents per copy. 


Taylor Made 


Taylor Made Garage Doors of Detroit, Michigan 
announces a new steel receding type garage door 
which features “Giant Circle” hardware. Nylon roll 
ers and a circular bearing surface more than twice 
the size of previous models eliminates side sway and 
paint scuffing. the manufacturer says. The durability 
and noiseless operation of the nylon’ rollers is 
stressed, A shutter-type window in the door is design 
ed to add attractiveness to the horizontal lines. 
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Temperature-proof Tile Cement _ 

The Industrial Products Division of the Flintkote 
Company, New York, New York announces a new 
asphalt emulsion tile cement. Flintkote No. 2% is said 
to be inflammable and unaffected by extreme or vari 
able temperatures. It can be used with asphalt and 
semi-rigid vinyl plastic asbestos flooring over wood 
or concrete. This new tile cement is available in 1, 
5, 30, and 55 gallon containers. 


Why 
ple FH* & 





@-Complete Unit — Double Faced Sign and Standard 


@-No Assembling Necessary — Ready to Use 
@-Very Easy to Install — No Tools Needed 
@-The Highest Grade of Workmanship 

@ —Built to Last 











Thorough testing under sever- 
est conditions has proved the 
high quality and durability of 
the Setlich Uni-Sign. Now, brok- 
ers everywhere are proving its 
sales effectiveness in the field. 
Uni-Sign defies comparison with 
conventional signs in both price 
and construction. 


Write today for our brochure 
giving prices and full details. 


SETLICH S.C. 
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hale hu 


ail 


lose 
.came to inspect this attractive model home fut 


erected by noted builder, C. Di Felice * average price $22,500 


A feature attraction. 1... year ‘round air 
4 


/| | \\\ 


a 
conditioning by Bryant's famous “Command-Aire” Twins. | 


\ 


2s 
Result: SSE" 50 sales in 90 days... a profitable 


transaction for which Mr. Di Felice gives due credit to the 


strong sales appeal inherent in the “Command-Aire” equipped 


home. Specifically, Mr. Di Felice . .. and home buyers .. . liked 


these unique features of the Bryant “Command-Aire” system. . . 


HEATING * AIR CONDITIONING * WATER HEATING 


*A new low price — makes 


Command-Aire” conditioning 
a practic al feature in moderately 
priced homes 


Unusually compact design 
permits the Twins” to be in 
stalled in a closet or alcove 
saves up to 100 dollars in space 
costs per hore 


Independent heating and cooling 
units — assure proper delivery of 
air for both heating and cooling 
provide better dehumiditi 
cation control eliminate 
overload on furnace blower 


Cooling initially—or later 
The “Command-Aire”’ furnace 
member can be installed first 
and the cooling * Twin” offered 
later . . . Whichever is most 
convenient for the buyer 

\ unique Bryant warranty 
climinates service headaches 





For full information write BRYANT HEATER DIVISION, 17825 St. Clair Ave., Cleveland 10, Ohio 


4 
Ar. Di Felice’s homes, sred 3 
and 5-bed styles, are ited 
Bob White Farm, a 200-acret 
of scenic land in Montgomery 
ounty ear King f Prus 
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AGE 


Anderson’s 


Help Make WL Ke ‘Open Forum 


Pe pn Dear Mr. ANDERSON 
1954. Dollars KK . f j f pa A real estate broker employs a 


’ salesman on a verbal contract, and 
1m <_< C this salesman effects sales on a 
Buy More Ly ST oR | basis that when a broker receives 
ae ( commission from the sale of any 
‘ - , An’) ae Rs. transaction, the broker then pays 
Building a ONG ») ee . iy | the salesman his proportionate 
oo Sie ol Se A, commission. 

ae aad Wp iE Sn a | This is the custom and usage in 
inte . this particular real estate business 

and in the field in general. 
. : Sales are effected by this sales 
Encourage the growing man. Bills are presented at the 
time of settlement by the broker 


SWING TO PREFABRICATION! <a ewan geee hy dle ae 


missions aren't paid due to the in 


IN THE PRESENT home building market, builder, buyer and sufficienc y of funds on hand by 
investor are in complete agreement on how to make building the Vendor and the insolvency and 
dollars buy more building. bankruptcy of the Vendor. 
Prefabrication is the answer. Year after year prefabricated Phe commissions are never col 
home construction continues to outgain other home building. lected by the broker, despite his 
The reason is simply that everybody concerned benefits from efforts to collect and his initiating 
prefabrication’s modern methods . . . from precision-engineered of suit against the Vendor. 
quality homes that are as attractive as investments as they The salesman now sues his em 
are to look at and live in. Sie Serer ploying broker for commissions 
Encourage the shift to pre- Starts” n not received by the broker. Ap 
fabricated home building—as a_ (000) proximately a veer has transpired 
service to builder and buyer as __ 1500 


well as to yourself. Your equity 
is worth more when it’s in a home 
that takes advantage of the econ- 
omy, quality and efficiency of 
prefabrication. 











Total Starts 
Pretabrication 
700 ee | 4 4 








1948 1949 1950 1951 1952 


5 year graph showing Prefabrication's 
sharper rate of growth as compared 
with total non-farm home construction. 


—_ 


If you build, sell or finance homes you need PF, 
the new official monthly journal of PHMI. Subscribe 
now, $3.00 a year. 


PREFABRICATED HOME 


MANUFACTURERS’ INSTITUTE 
940 20th St.N.W. WASHINGTON, D.C. 





between the settlement of the prop 
erties and the salesman’s suit 
We would appreciate your legal 
opinion on such a matter. 
Sterling W. Klein 
Baltimore, Maryland 


Custom and Usage always en 
ters into and becomes a part of a 
contract, if the parties know of, or 
should have known of, such Cus 
tom and Usage. A person who ac 
cepts employment as a salesman 
should have known of such Cus 
tom and Usage, even if he didn’t 
actually know it 

The practice in an office also 
enters into and becomes part of a 
contract on the same basis. This 
is called a “practice” and not Cus 
tom and Usage, but the result is 
the same. 


Dean Mr. ANDERSON 
Do I correctly interpret your 
column to indicate you have as 
sumed that in the larger cities, the 
owner of real estate has had his 
title insured or guaranteed upon 
acquisition and that quick refer 
ence to this title document, plus 
some reflection on his part, should 
quickly bring forth the present 
condition of this title? 
Fred R. Place 
Columbus, Ohio 
Most forms of real estate sales 
contracts provide that the seller 
(Please turn to page 23) 
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FOR ALL REAL ESTATE OPERATORS 
THE REAL ESTATE PROSPECT REGISTER ... 


NOW ... Prospects scientifically controlled . . classified . . and recorded . . simply 
and efficiently in the one volume; The Real Estate Prospect Register. An easy ref- 
erence 3 step prospect control, divided in 3 parts: The Basic Form . . The Alphabetical 
Index . . The Classified Buyers Guide. 


HERE IS HOW IT OPERATES 


THE BASIC FORM is a clear, concise form 
which you or your salesman fills out when the 
prospect is first contacted. This form enables 
you to record all the important information 
concerning the prospect, his particular needs, 
financial resources, etc, You fill in this form 
and then turn to... 
ia 


THE ALPHABETIC INDEX. Here you write 
the prospect’s name and the page number of his 
Basic Form. Then you turn to. . 


* 
THE CLASSIFIED BUYERS’ GUIDE. This section 


3 
$ 

is set up exactly like the Classified Telephone Direc- i 

tory. EVERY CLASSIFICATION of Real Estate has 

pages with the PROPER HEADINGS. You simply 

list a prospect under the type of property he or she ‘ 

wants. This arrangement automatically brings all buy- 

ers for a particular type of property together in one “ 

list, by the page full, where they can all be seen at 

one glance. 

* 


WHO BUYS IT? The Real Estate Prospect Register is permanently bound in beau 


tiful brown pin seal grained fabricoid . . . with gold stamped 
, 


THE GENERAL REAL ESTATE BROKER cover and backbone. Size 8)ox11)2 and over 2” thick. Contains 


approximately 552 pages, with space for 2,000 PROSPEC Ts. 
THE REAL ESTATE SPECIALIST 


NLY -OSTPAID 
THE INDIVIDUAL REAL ESTATE SALESMAN ONLI $10 PUSErAN 


Send today for your copy, salesman copy and office copy 
For orders of 3 —— or more, we will imprint the recipient's 


10 THINGS THIS PROSPECT REGISTER name in gold on ¢ 
WILL DO FOR YOU 


It will bring System, Order and Efficiency into your daily work. 


te cover, 


It is a Method . . . a System . that helps you get your work done 1660 N. Western Avenue, Dept. N 
more efficiently and in less time Los Angeles 27, California 

Provides you with a quick, easy technique for filing prospects, so that 
you can find them instantly when the need arises 


ae Quine a ; ' en hil ; Please send me postpaid a copy of the REAL ES. 
Vill | , DY ‘ to de ac ati s, a lone list « otenti “— . 7 grr al rr 

« donc Recisccry vd eve B ‘claseific vt Bhs ‘al eoemente. ; 2 TAT E PROSPEC my REGIST ER. I cn lose my 
It keeps your prospects permanently filed, both alphabetically and ( Check } Money Order in the amount of $10.00. 





ry classification, for quick reference at any time *& List of Names to Imprint in Gold Attached. 
It ends all disputes among salesmen as to who FIRST contacted any 
particular prospect, The Broker needs only refer to the Register 


NAME 


It eliminates a Brokers need for remembering the names of his pros- | 
pects. The System employed by this register brings all prospects for 1 
a particular type of property together on one or more sheets ] ec 
where all can be seen at a glance | ADDRESS 
It is an invaluable aid for planning Daily Work Schedules in a busi- | 
ness-like manner, and for matching prospects to particular properties 


CITY 


It will help you get Exclusive Listings . . . when you can show a long 
list of waiting buyers for the Seller's type of property 


: 


if It will increase your earning power : 
COOOOO OOOO CEO EOEOOOOOOOEOEEEOOEEEEOOOOOOOOEE AAAs bbb Ad Lbs sb bbbbhihhbhh hhh bb bb bbhhhhhhbhhhhbhhbhh hhh ha 
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lot) eee 
opportunitY 


WITH COMPLETE FINANCING AVAILABLE, YOUR 
VOLUME SALES AND PROFITS ARE ASSURED 


Thousands of home builders flocked to see our 
new “CADET” at the NAHB Convention in 
Chicago last month. It stole the show! Perhaps 
you were there. If so, you know what amazing 
values you could offer as a National Homes 
dealer, with the 2-bedroom model at about 


$4800 plus lot, the 4-bedroom at approximately 
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$5400, plus lot! Right in your town—today— 
there’s a terrific pent-up demand for just such 
homes. Some builder will cash in on that wait- 
ing market: why not YOU? Write, wire or 
phone for complete details on what it can mean 
to you to build the “CADET” and other fast- 
selling Nationals! 


SELL EVERY BUYER WITH NATIONALS! 
Besides the incredibly low-priced ‘‘Cadets,” the 1954 National 
line includes the thrifty “‘Pacemakers’’. . . the de luxe ‘‘Custom- 
Liners’’. . . the spectacular open-planned ‘‘ Rangers”. . . covering 
every taste, every income bracket. It’s by far the most beautiful, 


most complete line of homes on the market! 
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Magical Solutions ec ccccccccccscccsccccececeeeeeeeeses 


‘\ OT A FEW builders were sweating during the last few months 
Most of them had felt the squeeze of a tightening mortgage market 
And a majority had known the unnerving experience of having 
buyers cast super-critical eyes on their houses. So builders came 
to the NAHB convention last month eager to find ways of solv 
ing their dilemma. 


Most of these builders had the right attitude. And it should 
be admired. To face up to competition, they were searching high 
and low for ideas to improve their product and trim its cost. But 
there were a few builders who were looking for the magical solu 
tion. however artificial it might be. Their houses weren't selling, 
but that was the fault of the market. So let's prime the market. If 
people with enough downpayment won't buy, let's open the market 
to people without money. Let’s make buying so easy and lending 
so tempting (both at the same time) that we'll have all the buyers 
and lenders we want. 


That sort of thinking sounds logical. In fact, it draws praise 
because it is a way the have-nots can have. We can’t quarrel with 
the idealism of the thing. We'd like to see everyone own their own 
home. But we don’t want such an artificial stimulus applied to 
home ownership that acquiring real property loses its incentive 

. becomes so easy that it’s nothing to work and plan and save for 


We don’t agree with the few builders who think that the only 
way to create more demand is to loosen the mortgage market with 
the government's help. We'll side in with the old-fashioned idea 
that the way to create demand is to build a better product at 
less cost and let weakling competitors take the hindmost 


We aren't smart enough to predict when mortgage lending 
might get on an unsound basis. It would seem to us that no down 
payments and 40-year terms approach that point. Stull, it may be 
Publisher sound if credits are checked carefully. But we do wonder at the 
attitude of those few builders who were crying loud and long 
about government interference in housing a few years back and 

Editorial Director are down on their knees pleading for government salves. lotions, 
Ratpu H. CLemMENTs and crutches now, 


HERBERT S. STAMATS 


Editor and Muciness Mencoes The danger is that we are tempted to build for the mortgage 
Bos Fawcatr market rather than the consumer market. We are apt to put up 
houses without thought to what will make the consumer buy. In 

Managing Editor stead. what will make the lender lend? If you doubt that. take a 
Rocer C. LaKey look at the number of cracker-box houses on small lots laid out in 


; i Onotonous orid yattern 
‘ssociate Editors 1mon no u | I 


Peven STAMATS We cant offer any ten-poimt program for turning the housing 
Wittiam O. Turner business into a beer and skittles soiree. In fact. there’s no easy 
Editorial Assistants solution, so let’s quit hunting for one. Let’s not be tempted by 
Renan Oommen fancy words or promises to lay our problems in the lap of govern 
ELIZABETH HARMES ment, all for the sake of profit today. That's the easy expedient 
way. That’s the way that leads right to complete government con 
trol of our business. Instead, let’s have enough confidence in our 
Legal Editor: George F. Anderson selves to build better houses at less cost. And then let’s trust people 
to recognize what they're getting and be willing to pay for it 


Tax Editor: E. H. Welter 


Contributing Editors : 
Earl B. Teckemeyer, Jack Stark, Sam Russel! 


Art and Layout: Donna Nicholas, director; 
Vivian Ives, Jack Hines, Sally Smith, assistants 


Adertising Service Manager 


Roger Schrodermier 
Circulation Manager: E. J. Dvorak 


Production: Roger C. Hawley 
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NAHB old-timers (left to right) Joe Meyerhoff, 
Joe Merrion, and Fritz Burns enjoy a pre-ban- 
quet tete-a-tete. All three are past presidents of 
NAHB and participated actively in this year’s 
convention program. 


“Manny” Speigle and “Dick” Hughes gallantly 
help Mrs. America saw through a two-by-four 

signifying the official opening of NAHB’s 
10th Annual Convention-Exposition at the Con 
rad Hilton hotel in Chicago. 


Bob Gerholz and a lady delegate button-hole 
Dave Bohannon in the convention hall. Perhaps 
they're eager to get the latest word on Bohan- 
non’s popular California home designs (complete 
with swimming pools). 


NAHB Convention Report 





By ROGER C. LAKEY, Managing Editor 


Housing Market Demands 





Merchandising! 


N FOUR meeting-packed days, 

thousands of the nation’s home 
builders jammed Chicago’s Conrad 
Hilton and Sherman hotels to find 
out how to sell more houses in 
54. It was the 10th annual con 
vention of NAHB, so big this year 
it took two hotels to handle all 
the meetings of the 20,000 dele 
gates and provide space for more 
than 300 exhibits 

In one full day, builders packed 
the Hilton’s Grand Ballroom to 
feast on a smorgasbord of selling 
ideas. They had a taste of competi 
tion last year and knew well the 
big selling job required in °54 to 
keep up their 1953 sales record. 
Some of the ideas were old stuff. 
some new, but delegates were put 
ina selling mood by a merry-go 
round of speakers 

Such experts as Fritz Burns, 
Sam G. Russell, and a popular 
sales team of Richard Borden and 
Alvin Busse spearheaded the sell 
Ing attack. 

“Be kind to your salesmen,” 
says Fritz Burns, “they’re the only 
ones in your organization who 
bring in the money.” 

“The prospect buy 


will your 


90 


house for his own reasons, in spite 
of the hand-cut stone fireplace you 
swore would sell it. And the build 
er who succeeds in this tightening 
market will recognize that reasons 
are actual needs of the buyer 
which he must meet,” says Sam 
Russell. 

Delegates filled scratch pads 
with notes as speaker after speak 
er give ideas on better home de 
signs, landscaping and land plan 
ning, analyzing the local housing 
market and building to it. mer 
chandising ideas, public relations, 
getting prospects, and most im 
portant how to get the name on 
the dotted line 

Between sessions, manufac 
turers in both convention hotels 
vied for builders’ attention with 
more than 300 exhibits. Focal 
points of interest were air condi 
tioning and kitchen displays. and 
in parking lots adjacent to the 
Hilton, two prefabricated homes 
were on display. As part of the 
convention program, panel discus 
sions were held on air conditioning 
and prefabrication. Many builders 
spent the entire four days comb 
ing the exhibits for new materials 


February, 1954 


NATIONAL REAL EstTAtT! 


equipment and ideas which would 
add sales punch to their houses 
Manufacturers told JournNaAL edi 
tors they had made more contacts 
with builder-delegates this year 
than at any previous convention 

In sessions on mortgage finan 
ing, delegates wanted answers to 
questions which could affect their 
business critically When will 
the new housing bill be passed ? 
What will it include? Will 
for-one be dropped? What about 
the supply of mortgage money 
How can I set up a trade-in house 
operation? How does rehabilitation 
and slum clearance fit 
picture? 

Considering the view points of 
the public figures taking part in 
the program, they gave delegate 
forthright were 
caustic attacks on government. In 
stead Came reassurance from ith 
dustry and government officials 
that the new administration 1 
achieving a “climate” for virile 
redevelopment of private enter 
prise. However, certain discussions 
made it apparent that home build 
ers are not yet willing to complete 
ly divorce their industry from go 


one 


info my 


answers. (Gone 
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General Richard J. Smykal, Chicago, 
Face for America” while discussion leader Alan Brock- 
bank (center), and NAH} 
ilitation, Yates Cook, 








































































speaks on “A New 


{i Director of Housing Rehab- 
(right), listen attentively. 


ernment props or assistance. 

Representative Jesse Wolcott of 
Michigan. Republican chairman of 
the House banking and currency 
committee, assured delegates 
“there is nothing on the economic 
horizon today to justify thinking 
uwbout a depression.” He said the 
new administration has stopped 
inflation cold and “we can now 
stabilize the economy at any de 
sirable level with our existing 
fiscal and monetary machinery.” 

Delegates didn’t like what they 
heard when HHFA Administra 
tor Al Cole hinted that the Fed 
eral National Mortgage Associa 
tion and it’s one-for-one plan might 
be dropped. Cole gave no indica 
tion whether this would happen, 
but the thought that it might was 
unpleasant to builders’ ears. for 
they felt that the one-for-one plan 
was what pulled them through the 
bad financing squeeze last year 

In the spirited discussion, Wil 
liam A. Clarke, president of the 
Mortgage Bankers Association. 
called for completely free interest 
rates. 

But he met stiff opposition 
Senator John Sparkman, ranking 
Democratic minority member of 
the Senate banking and currency 
committee, said he “could not con 
ceive of Congress giving credit aid 
without controlling interest rates.” 

Wolcott backed Sparkman. “In 
dealing with the people's money. 
Congress would insist that there 
be some administrative standards 
on interest rates.” Wolcott made 
it clear that while he would not 
back “free” interest rates. he 
would favor some flexibility in 
rates on government insured and 
guaranteed loans 

Delegates cheered Wolcott when 
he said he would expidite the new 
housing legislation as fast as pos 
sible. “Senator Capehart and I will 
try to introduce identical bills to 


the area “f 
» have the legis 


reduce controversy. 


| le believes he 
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iation ready for floor action by the 
middle of March. Hearings will 
start the 15th of this month. 

NAHB big-wigs urged builders 
to back the President’s advisory 
committee report except the part 
dealing with a central mortgage 
reserve fund. The committee’s ma 
jority report (which the builders 
oppose) would free the reserve 
fund from federal control. The 
minority report, supported by the 
industry, would retain govern 
ment control to make sure that 
credit would be available for low 
cost and minority housing loans 

Manny Spiegel, 1953 president, 
said the majority report would 
“strangle” the market for VA and 
FHA housing 

“But, if we do support the com 
mittee’s recommendations, will the 
new housing law include them?” 
builders wanted to know 

Sparkman gave a hint. “The ad 
visory committee set a good ex 
But. in the 
final analysis a housing program 
will include much of the handi 
work of Congress regardless of the 
committee report or the recom 
mendations of the administration.” 

What about public housing? 
Wolcott. long a bitter opponent of 
it, said that public housing, along 
with the central mortgage bank 
proposal, may be two of the 
“toughest reconciling jobs we 
have.” 

Sparkman talked at length about 
it. But he called it “low rent” 
housing He discussed how many 
units should be started this year. 
“The late Senator Taft said the 
low rent housing program should 
equal at least 10% of the total 
housing units. In 1949, Congress 
followed his recommendation by 
authorizing 135.000 units a year 
for six years, or a total of 810,000 
units. 

“Since 1949 only 187.000 units 
have been started. During that 
same period we have built more 
than four million homes. By Sena 
tor Taft’s yardstick. the low rent 
housing program has been cut 
more than half. 

Sparkman lauded the committee 
for recognizing the great housing 
need of those people whose income 
is just above the low rent level but 
not enough to take full advantage 
of FHA. But. he said the question 
is whether the program as pro 
posed would fill the need. He re 
fers to the proposed FHA Section 
221 under which mortgages could 
be insured 100°, and amortiza 
tion allowed over a 40-year period 

FHA Commissioner Guy T. O 


ample for Congress 


February, 1954 














Hollyday agreed with Sparkman. 
“T agree with every recommenda 
tion of the 23-man advisory com 
mitiee except one Section 221. 
Based on my experience in mort 
gage banking and real estate, I 
thing it is completely unwork 
able. But I am delighted with what 
we may be able to do under Sec 
tion 220. We should insure on basis 
of value whether the house is 
old or new.” 

In a rehabilitation, 
builders were urged to take part 
in rehabilitation programs in their 
cities. “It’s a paying proposition,” 
said Alan Brockbank, 1952 NAHB 


president 


session on 


Guy Hollyday told delegates, 
“We're talking about a disease 
that affects community life. It’s a 


blood, sweat and tears job but if 
the American businessman gets 
his teeth in it, it will be successful 
The hidden that many of 
you don’t know about is the spirit 
of cooperation of the people 
seeing that their real estate is go 
ing to have a future. When people 
understand what's going on, this 
thing is contagious.” 

NAHB’s rehabilitation director 
of Baltimore Plan fame, Yates 
Cook, showed builders a movie of 
the rehabilitation miracles that 
have been worked in many cities 

NAHB ended the four-day ses 
sion by announcing these policy 
statements for 1954 

1) FHA and VA rules should be 
reviewed to insure a sound, well 
distributed, and adequate supply 
of mortgage credit. 

2) The correct central mortgage 
reserve facility can be best at 
tained by amending the Federal 
National Mortgage Association 

3) Redevelopment under ‘Title 
1 should be expanded 

+) Low downpayments for ac 
quiring good existing homes is es 
sential to housing low income 
families 

5) Public housing ts not an eco 
nomical solution to slum clear 
ance, 

Existing public housing should 
be used only for the most desery 
ing low income families 

6) Red tape in federal housing 
agencies and governments 
must be cut 

7) We support the President's 
labor program in general, but 
strongly oppose the proposal to 
deprive construction workers of 
the protection they now have by 
the Taft-Hartley Act 

8) The housing pro 
yram, having served its purpose, 
should be ended 


asset 


low al 


defense 
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uilders Seek New Ideas 


By PETER STAMATS 


Associate Editor 


( NE. thing is sure. Most build 
ers agree they'll have to be 
aggressive and sales-minded in 
order to survive in the increasing 
ly competitive market. And they 
showed it at NAHB’s convention 
last month. Delegates were busy 
scribbling down every idea they 
could get their hands on... from 
a new thermostat system to a way 
to show a prospect through a 
house. Here are some of the best 
ideas, ° 

Fritz Burns, past NAHB Presi 
dent, gives three commandments 
to follow in selling homes 

1) Make sure the customer has 
all the necessary information 
about a home, but don’t burden 
him with technical details par 
ticularly about financing. 2) Be 
cure the house you want to sell is 
ready to be shown. After all, 
you're showing him his “dream” 
home. 3) Be kind to your sales 
men. ““They’re the only ones in 
the organization who bring. the 
money in.” 

Burns says these five selling 
points influence the buyer in this 
order: location, size, price, terms, 
and future economies. He stresses 
several important selling funda 
mentals: ‘Tell the prospect what 
the price is roll it out ‘kif 
teen thousand two hundred and 
fifty dollars” not ‘one-five-two 
five-O’. Make him understand. 
And be sure to ask for the money. 
Don't be bashful. And don’t be 
lieve him when he says he hasn’t 
got enough for the down-payment 
If you do, he'll pay everyone else. 
and you'll be left holding the sack.” 
To sum up, Burns says, “People 
will buy homes in 1954 to the ex 
tent that they know what they’re 
buying and that what they’re buy 
inge is better.” 

Analyze Your Market 

Richard L.. Nelson of the Reai 
Estate Research Corporation, Chi 
cago, says market analysis is more 
important this year than anytime 
since the war. “It is a good market 
for those who analyze it property.” 


Nelson says use market analysis 
to find out where to build, what 
type of house to build, and 
how much to build. And much 
of this information can be obtained 
by the builder himself. Nelson says 
determine: 

1) Number of consumers in the 
market people who need new 
housing or improved housing, 
number of marriages and families 
who move. 2) Competitive hous 
ing costs. 3) Competitive factors 
in your area, including trailers, 
apartments, and existing houses. 
Combine this analysis with what 
you know about consumer pur 
chasing power, trends in other 
merchandising fields, current 
credit terms, consumer tastes and 
desirable locations. Then isolate 
your prospect and produce what 
will attract him. 


Plan Carefully 

A land planning consultant. 
William A. Dean of Chicago, pre 
dicts a continued trend toward 
single-story “ranch” homes and 
says wider lots in subdivisions 
should follow this trend. He warns 
builders to keep up with current 
municipal zoning regulations and 
FHA-VA requirements. Dean says 
smaller lots with land improve 
ments are better than large lots 
with minimum improvements. 
And small projects should be care 
fully planned for available con 
veniences like schools. churches. 
shopping centers, and play 
grounds, which larger projects can 
provide for themselves. “In choos 
ing a sub-division site,” Dean says, 
“careful planning cannot over 
come poor or undesirable land. 

“An expert technician is needed 
to lay out the project.” says Dean. 
“People are impressed by planning 
whether they understand why 
you've done certain things or not. 
And keep your salesmen better 
informed about land planning; it’s 
an important selling point.” 


Use New Designs 
Architect Edward H. Fickett be 
lieves the next five years will 
bring “the greatest industrial revo 
lution” in new housing in history. 
He says builders need new designs 
to sell in 1954, that there is no 
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need to imitate. Fickett says 25% 
more living space can be achieved 
at no additional cost with good 
design and planning. “Builder and 
architect must collaborate closely 

both appreciating each other's 
talents,” says Fickett. 

Sell With Attractive Decoration 

Mrs. Gladys Miller, New York, 
says. “Decoration is not just the 
frosting on the cake a good 
decorator takes space and fills it 
to make it workable, livable, and 
beautiful.”” She admonishes build- 
ers not to bunch houses together 
for people with the same type of 
job, same size family, same age, 
and same interests; it is better to 
have a mixture in any community. 
She says large and more spacious 
rooms are needed to sell new 
homes, but to beware of sacrificing 
privacy for space. Mrs. Miller of 
fers these rules: 

1) Consider wall space for place 
ment of furniture. 

2) Don’t install a useless fire 
place. 

3) The days of the “big family 
kitchen” are gone. 

4) Never ignore the 
problem 

5) Don’t mix sizes and types of 
windows. 

6) Be sure there will always be 
an attractive view when you in- 
stall a picture window. 

Mrs. Miller suggests these fig 
ures for minimum decoration costs 

20% of the cost of the home 
the first year, 10% the second 
year, and 5% from then on. 


Emphasize Landscaping 

J. O. Lambert, Sr., of Dallas, 
Texas, stresses the importance of 
planning good landscaping for that 
all-important “first impression.” 
There are three major items to 
consider, says Lambert: 1) Color 
gardens. 2) Site planning re 
taining the natural beauty of the 
site. 3) Shape of lot, and place 
ment of houses staggering of 
homes adds to attractiveness. 

What should you spend on 
landscaping? Lambert says about 
10% of the cost of the home. This 
would include grading, lawn, 
trees, and planting. 

Here are the new trends he says 


storage 


NaTIONAL REAL EstTaTE AND BUILDING JOURNAL 





to follow in landscaping: 1) Have 
lawns unbroken except by trees for 
visually larger lots. 2) Slope grass 
terraces to make lot look larger. 
3) Frame front of house with two 
or three large trees. 4) Use colors 
in plantings that go well with the 
house. 5) A well-designed patio, 
particularly with a large glass 
area, is a strong selling weapon 
6) Use walls and fences for patio 
privacy rather than shrubbery or 
hedges. 7) Paved area of patio 
should be at least 12 feet wide and 
preferably of brick or stone. 8) 
Barbecues have sales appeal 
but stick to small ones. 9) Color 
is a great force — colors in interior 
should go with exterior. 


Use Selling Fundamentals 

Richard Borden and Alvin Bus 
se, one of the nation’s top teams 
in salesmanship, give bellies four 
simple fundamentals in closing a 
sale, points which many salesmen 
forget: 

1) Touch each base hit each 
major buying benefit of your sales 
story. 2) Make sure each base you 
touch is a benefit translate all 
product points into customer bene 
fits. 3) When you touch a benefit 
base, touch it hard — use penetrat 
ing words, paint a picture, use vis 
ual salesmanship (showmanship ). 
4) Make sure you don’t forget to 
touch home plate ask for the 
order which your presentation 
merits. And ask for it repeatedly. 

Learn How To Sell 

Albert L. LaPierre of Seattle 
says, “You know how to build - 
now you've got to learn how to 
sell.” He gives builders this ad 
vice: 

1) Feel a need and meet it. 2) 
Design your houses to sell 
“Modern today Modern to 
stay.” 3) Utilize plot planning. 


Huddling over NAHB’s plans for next year are R. G. “Dick” Hughes (right), newly 
elected president of the association, and Nathan Manilow, first vice-president. Hughes, 


a 48-year-old builder from Pampa, Texas, is a member of President Eisenhower's hous 
ing advisory committee and has held a number of national offices with NAHB, Mani- 
low, a Chicago builder, has served as treasurer of NAHB and was a member of the asso- 


ciation’s executive committee for eight years. Other NAHB officials are: Second vice- 


president — Paul Burkhard, Glendale, California; 


Treasurer — V. O. Stringfellow, 


Seattle, Washington; Secretary — Franklin L. Burns, Denver, Colorado. 


+) Set up the best public relations 
possible. 4) Dom t try to do it all 
vourself. 6) Hold daily sales meet 
ings. 7) Use an advertising man 
ager or professional writer to write 
your classifieds. 8) Use proper 
color coordination. 9) Use gim 
micks like candy for kids. 10) Use 
brand names of appliances and 
materials in your homes. 11) Don’t 
carry inventory. 12) Use the trade 
in plan. 13) Be open nights 
80% of all houses are sold after 
6 p.m. 14) Use surveys to find 
what people want to buy. 15) Be 
up-to-date on materials. 16) Al 
ways be on parade cover bare 
ground with sawdust, have good 
signs and lighting 
Learn to Trade 

William Blees of AVCO Corpo 
ration home builders must 
sell in somewhat the same manner 
as the automobile industry. that 


Says 


trading has stimulated the new 
car market and made better cars 
available to people who can't af 
ford new And trade-in 
houses can do the same for the 
home-building industry. He offers 
builders these suggestions for trad 
ing homes 

1) Know the value of what 
you're taking in trade. Carefully 
appraise it and determine market 
value. 2) Used merchandise is the 
most dangerous thing you can 
own. 3) Whatever is necessary to 
do to the property, do it: within 
30 days. 4) Start advertising and 
promoting it as soon as possible. 
5) Price a home to sell. 6) Don’t 
let the same sales force sell your 
new houses which sell your trade 
in houses 


cars 


Blees stresses this when dealing 
with trade - in “Act 
rapidly!” 


houses 





Open Forum 
(Continued from page 16) 

may take 60 days to remove any 
objections to the title. Sellers often 
take advantage of this provision to 
stall the deal. There may be some 
little objection that could be re 
moved in an hour, but he takes 
advantage of the provision in the 
contract and takes the 60 days. 
This is generally because he has 
no investment for the purchase 
price and wishes to enjoy the rents 
as long as possible. Many things 
can happen in 60 days and in the 
meantime, the broker is waiting 
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and praying that everything will 
turn out all right 

When I drafted a form of con 
tract, | omitted this provision. | 
consider it particu 
larly where the seller has a guar 
anty policy. He knows whether he 
has good title or not without re 
flection. It is different in the coun 
try where a farm has been in the 
family for many years, and _ the 
title has not been brought up-to 
date or examined. When such a 
title is brought up-to-date and e1 
amined, objections may be found 
that will take a long time to cure 


unnecessary, 
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Often 60 days isn’t enough 

1 own a nine flat in Chicago. 1 
have a guaranty policy. It shows 
good title in my name. I knou 
that I have not done anything to 
encumber the title. If 1 enter into 
a contract to sell it, why should 1 
have 60 days to remove objections? 
The report of title would shou 
judyments against George FF. An 
derson. | know there are no judg 
ments against me. | would take 
advantage of the provision in the 
contract and not have the objection 
removed for 60 days, and, in the 
meantime, enjoy the rents 





A 


Realtor’s 
Look at 


Parking 


MANY arguments have been 
made for and against public 
subsidized parking in our com 
munities. 

The tremendous increase in the 
number of automobiles in the av 
erage American city has brought 
two big headaches traffic con 
gestion and parking troubles 


What's the Trouble? 

Of the two, I believe traffic con 
gestion is the number one problem 

After thorough study, I am con 
vinced that municipally financed 
and owned parking facilities are 
not the answer. As a real estate 
man who has handled both down 
town and suburban properties for 
10 years, I firmly believe much 
needed parking space should be 
worked out by merchants and 
property owners under our free 
enterprise system. 

The record shows this is actual 
ly being done all over the nation 

What’s the thinking behind my 
stand against city-owned parking 
facilities? 


Should Garages Be Downtown? 

Let’s look at it this way Some 
merchants say garages must be 
close to downtown. Okay, but how 
close? What merchant or property 
owner can protect himself from 
the choice of a Parking Board Au 
thority? In order to be real close. 
parking would have to be located 
on some of the choicest and most 
expensive properties in a down 
town area. Usually this is right in 
the heart of things. 

Now then, the burning ques 
tion What business or property 
owner is to be thrown to. the 
wolves for the benefit of others? 

For example, look at the squab 
ble going on in San Francisco. 
Here the Parking Board Authority 
is threatening to take over a Kress 
property by condemnation a 


24 


What’s the answer to your city’s parking problem? 


Is it municipally financed parking in the downtown area? 


Decentralization with its suburban shopping centers? 


Can private enterprise get the job done? 


Here’s the opinion of one realtor with 40 years experience. 


By EVERETT SHEPHERD 


Birmingham, Alabama 


property valued at nearly $2 mil 
lion. One of the Kress officials is 
quoted as saying. “We will take 
the issue to the supreme court.” 
We in the real estate business are 
fully aware that Kress stores are 
located on 100%, property and not 
on off grade locations.” 

Here additional 
that bear consideration 


Couldn't This Happen? 

Suppose a city took over prop 
erty a family had owned for gen 
erations. This action could expose 
the family to heavy federal taxa 
tion. Then the city. through the 
power of government tax-free fi- 
nancing, could remove the prop 
erty from the tax rolls. They could 
erect a large parking garage ad 
joining a parking facility owned 
by private interests 

What then becomes of free en 
terprise? One-half the block is a 
parking garage owned by private 
owners paying taxes, the other half 
is a parking garage operated by a 
competitor with tax-free funds 

It could happen make no 
mistake about that. 

Not long ago IT heard the chai 
man of the Parking Committee of 
a metropolitan city (a department 
store executive) make the follow 
ing statement: “Our main objec 
tive is to stop decentralization here 
and all over the nation in order to 
bring more business to our down 


are 


thoughts 


town areas.” 

What did he mean? 

The only conclusion I could 
reach was that he condoned sub 
sidizing downtown merchants at 
the expense of suburban shopping 
centers. Isn't it true that these 
suburban shopping centers pay 
taxes at the same rate and are tax 
ed under the 
downtown properties? Doesn't it 
follow that this Parking Commit 
tee Chairman would discriminate 


same processes as 
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against the shopping areas in vari 
ous suburbs of his town? 

In answer to the question, “How 
close should the garages be?” this 
same man said. “Tet economics 
control that.” 

Do the laws of economics ever 
function when you have govern 
ment control, tax-free financing 
and politics? 


Why Suburban Shopping? 

Suburban shopping centers 
throughout the nation are develop 
ing rapidly. Why? They are fur 
nishing a real public need. At the 
same time they are helping to hold 
down further traffic congestion in 
the downtown areas. 

It is my sincere opinion that 
such developments are healthy 
growth for a city. 

There is one point that confuses 
me. 

With all this talk about the 
need for more parking space in 
downtown retail sales in 
most cities are the highest they 
have ever been. The trend has con 
tinued steadily upward. It would 
seem to me that the need is for 
more selling space not more park 
ing: space 

In my own city. two of 
major department stores have add 
annexes. Obviously this 
was a wise move. It not only in 
creased but increased 
property values in those blocks 

I believe they developed the 
properties for what they consider 
ed to be most beneficial to then 
business. If parking space were 
more important to them, they 
would have provided it instead 

If these properties had 
heen developed with large parking 
garages. [ am sure the adjoining 
properties would have 
in value. The highest priced prop 
America are those which 
do not have close-in parking. 
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STREET 


Location, design, construction, utilities, service, 
appliances — all are aimed at making this Phila- 
delphia apartment building sizzle with tenant ap- 
peal. Here are important features which may help 
keep your apartments rented. 


Tenants Like... 


Layout of Duval Manor shows adequate parking space, roof 
play area. “V” design with outside windows gives privacy. 


desirable location for fam 
within walking distance. 


The sete } 
val Mane 


Greene & Johnson Sts 


Germantowr 


Newspaper advertisement stresses 
ilies with children. Schools are 
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Town and Country Living 
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Typical efficiency apartment 
features spacious 19-foot living 
room, generous foyer and large 
window wall for light and view. 


Typical two-bedroom apartment features 12 by 18 foot living 
room, 6 by 9 foot dining alcove. This rents for $130 to $140 
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ALCOVE 




















/ UVAL MANOR, a new 166-apartment build 

ing in the Germantown section of Philadelphia, 
features country living with “in-town” convenience 
The building has a dentist’s office, a doctor's office, 
beauty and barber shops, drug store and valet service 

The project was started in 1950 and completed at 
a cost of approximately $1.550.000. In the nine-story, 
fireproof building, architects Samuel I. Oshiver and 
Raymond J. Knopf emphasized huge areas of glass to 
permit maximum light and a good view of Wissa 
hickon and Fairmount Park areas nearby. The un 
usual angle of the building design eliminates facing 
windows. insuring privacy. All apartments are on 
the outside. Adequate parking space surrounds the 
building and a roof play area keeps children away 
from traffic. 

Builders FE. J. Frankel and S. J 
ed the building of steel, concrete floors and_ brick 
walls. Asphalt tile was used on all apartment floors 
cork tile in all corridors, and rubber tile in elevator 
and elevator lobby. All walls are painted. No wall 
paper ig permitted 

Threb Westinghouse self service elevators provide 
vertical transportation. Kitchens are equipped with 
Kelvinator refrigerators. Tappan gas ranges, Ameri 
can kitchens, steel cabinets and sinks. All baths fea 
ture American-Standard fixtures. Laundry facilities 
in the basement include Westinghouse Laundromat 

The latest type of apartment incinerators provide 
smokeless. odorless combustion 

Every apartment has a television outlet so that ten 
ants can simply plug in their television sets and en 
joy fine reception 

Rental 
apartments 
apartments 
apartments 


Lowery construct 


Efficiency 
half room 
four-and-a-half room 


schedules include all utilitie 
$65 to $70: three-and-a 
$95 to $99.50; 
$130 to $1 ) 

A unique series of advertisements which highlight 
the features of Duval Manor have reaped exception 
al results. Newspaper advertisements have been sup 
plemented by spot radio announcements and distri 
bution of brochures to prospective tenant 





A COUR Cop omar venue cue replace is not a new 
designer of this one found space for a magazine rack as well. 
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idea, but the 


With the trend to smaller homes and 
apartments, home seekers are acutely 


aware of the old maxim, “a place for 


everything and everything in its place.” 


How many of your walls could be turn- 
ed into a place for something? Useful 
walls can work sales magic. Here are 


ideas for modernization and design. 


This storage wall runs the whole length of the 
house . . . has enough storage to make most any 
housewile sign a sales contract. 
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Wall paneled flush with face of fireplace provides abundant 
storage on both sides plus an interesting window settee. 





7 A medicine chest in the bathroom is not new either, but this 
builder put it at the side to make space for a full-wall mirror. 


Providing outdoor storage for basementless houses can be 
a problem, but here it was solved effectively and attractive- 
ly with an entire storage wall built into the garage. 
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arks .... Key to Livabilit 


The first of this series described an ideal neighborhood; the second showed 
that it is practicable and achieves an efficiency in land use never before 


possible. Here, the author shows how interior parks are the key to 


this efficiency, that the social implications are far-reaching for the communi- 


ty and profitable for the developer. ‘This plan is even better than 


country-estate living,” says our author, “and now 


i ye FIRST of this series de 
scribed an ideal neighborhood 
The second showed that this ideal 
is practicable and achieves an ef 
ficiency in land use never before 
possible 

In preceding installments we 
have seen that all people need 
more land than they can afford, 
and we have seen how that need 
can be met at no cost to developers 
More than that, the developer 
makes more profit with less ex 
penditure than ever before he 
uses cheaper land, does less grad 
ing, builds less streets, and gets 
more lots to sell 


Our Neighborhoods Need Balance 

We in America have created 
the world’s most livable kitchens 
and bathrooms. Our houses are 
well-planned, but good planning 
alone does not make a es A 
home must fill all the needs of all 
the family, including group ac 
tivity as well as family life and 
solitude. A balanced community, 
then, should provide for group ac 
tivity as well as for private homes. 

To achieve this we must plan 
for neighborhood needs as speci 
fically as for those of the house. 
In conventional subdivisions we 
have begun to plan for community 
shopping areas, usually leaving 
school, churches, and playgrounds 
to be added later. This is wasteful 

it is like building a house with 
out a heating plant and trying 
to find a place for it later. From its 
very conception, a new neighbor 
hood should be planned as a com 
plete community. 

This is not difficult. Planners 
have made detailed studies of the 
amount of shopping area, parking 
space, playground area, even of 
public buildings required for a 
given number of people. However, 
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is the time to put it to work.” 


By M. HOVER CURTIS 
Community Planner 


104 W. Vanderbilt 
Oak Ridge, Tennessee 


it has been difficult to make such 
far-visioned planning actual. Only 
great developing companies with 
huge resources can afford to let a 
valuable corner lot go unsold un 
til it is needed for a church. By 
Livability planning the developer 
will not have to. The land upon 
which the church or school will 
stand is located within the park. 
(See December JourNnau.) Only 
enough land for adequate access 
need be reserved. Until the public 
facilities is needed, the land is 
simply a part of the park, adding 
to the sales appeal of the homes 
themselves. Any prospective home 
owner will appreciate the savings 
in taxes to him when the com 
munity already owns all the land 
it will ever need for public use. 

This park costs the developer 
nothing! It was proven in the 
previous article that by using both 
the park and streets as frontage 
more lots can be obtained than by 
using all the land as streets and 
lots. This is true even when the 
land is completely buildable, as 
will be demonstrated in the March 
JournaL. But it is much more 
true when the acreage has un 
buildable sections, and is therefore 
cheaper for the developer to buy. 
The park then saves him money 
in his first land cost, as well as 
later in reduction of streets. 


Lots May Be Any Size 


It will be recalled (see January 
JouRNAL) that the efficiency 
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gained in this system is by inter 
locking reversed spade-shaped lots, 
which increase the number of lots 
to the street, while increasing lot 
width, distance between houses, 
privacy and total livability. Ob 
viously, great variation in lot size 
is possible with this planning 
caihed Area may vary from 
3.000 square feet to half-acre or 
acre lots or to “baby farms” in 
suburban layouts. Lot depth may 
be from 110 feet to 200 feet; lot 
width from 70 to 150 feet; street 
side line will vary as to setback 
desired; the angle of the diagonal 
may vary as to garage location 
and best driveway access for the 
individual lot. Size and type of 
house will influence lot dimen 
sions. Many of these variations 
may occur within the same de 
velopment for more efficient use 
of land and for meeting families’ 
specific needs, 

The most efficient dimensions 
for lots of all sizes have been tabu 
lated by the author, with areas 
computed, and algebraic formulas 
worked out which greatly simplify 
the mathematical computations in 
volved. Space does not permit their 
inclusion here. 

Park — Key to Livability Efficiency 

This fact must be emphasized 
The efficiency of this system is not 
possible without the interior park 
The lot facing away from the 
street would be only a rear lot 
suggesting the congested slum of 
the past, if it did not have re 
versed frontage. Its living room 
must face away from the street, 
and it must have an attractive 
reason for doing so. Its own pri 
vate garden is not sufficient reason. 
The developer would only cheat 
himself if he tried to utilize the 
efficiency of this arrangement 
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Efficiency 


without providing the park, for the 
decreased value of the lot would 
cost him far more than the lot 
does. 

This park actually costs him 
nothing. It can be completely un 
buildable land hillside, forest, 
ravine, rocky outcrop, hilltop or 
low section, As park it needs no 
grading: the irregular contours 
but add to its attractiveness. He 
simply leaves it there, plans the 
surrounding land for most efficient 
use, and makes the park of greatest 
accessibility for all people 

Nor can this park be just a nar 
row strip of land an alley with 
out traffic. There may be narrow 
places in the park, but they must 
lead to wide places. In this way. 
the lots facing narrow sections will 
appeal to those desiring quiet and 
privacy, for the playgrounds and 
group activities will be located in 
the wide sections. The narrow 
park lanes will have only a walk 
with natural trees or planted ones. 
rose arbor or flowers. They are at 
cess lanes to the larger park areas 
where all group recreation is lo 
cated. If it were not for the large 
play spaces, the narrow strips 
would become play alleys, noisy 
and barren. The developer will 
lose if he attempts to shrink the 
park to mere strips. 


Maintenance Not a Problem 

What about park maintenance? 
Obviously. the developer cannot 
afford to hire gardeners to keep 
lawns clipped and flower bed 
tended. He does not have to. The 
park is invisible from the street 
except in a very few places, and 
those are planned where least 
maintenance is needed. Such 
glimpses may include a bit of the 
natural forest. which needs only 
to have dead wood removed and 
i trail marked. A natural meadow 
beside a stream requires but the 
removal of any large noxiou 
weeds, Only occasionally will 
lawns or shrubs have to be plant 
ed. but the wise developer will 
make these spots as lovely as 
possible 

The park area as a whole he 
may leave absolutely untouched 
Not only trees, but wild flowe1 
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ground cover, ferns and = shrubs 
should be left undisturbed. In fact. 
the less the builder does to the 
park, the better. Definitely. he 
should NOT build costly walks. 
put in lighting, build swimming 
pool, tennis court or any publi 
building. He has amply done his 
part in giving the land for such 
use. He has helped people to help 
themselves. They will enjoy their 
advantages more and take better 
care of them if they do the build 
ing and maintaining themselves 


Help Neighbors to Work Together 


How can this best be done? 
When the developer has sold five 
lots, a Cooperative association can 
be formed of all property owners 
whose land abuts the parks, for 
the owning and maintaining of 
all land not included in streets and 
private lots. Federal laws have 
long been made for such organiza 
tions. (See Bulletin No. 858; Dept. 
of Labor, on Organization and 
Management of Cooperative Hous 
ing Associations, U. S. Govern 
ment Printing Office, Washington, 
D4 This will relieve the de 
veloper of the need to maintain 
alone any triangles at street inter 
sections or boulevard strips. He, 
as owner of the unsold lots, re 
tains a voice in plans, and will 
naturally guide the thinking un 
til the community is large enough 
to stand alone 

It is wiser to apportion the cost 
of maintenance per member and 
not per lot, not only for the de 
veloper’s sake while many l@s are 
unsold. but in order that a buyer 
of a large tract may not be unduly 
assessed. This intimates that the 
voting should also be per member. 
not according to the number of 
lots owned. ‘This also is wisest. 
and in accordance with the tried 
and proven rules ol Rochdale CO 
operatives: one vote per member, 
not one vote per share. Each fami 
ly may be considered a member. 
represented by any adult member 
of the family. (This requires each 
family to unite on its vote, an in 
centive to family councils and 
family unity 

As to the probable cost of this 
park maintenance Most begin 
ning neighborhoods will prefer to 
do the first work themselves 
clear trails. remove dead wood 
for use in their own outdoor fire 
places. They make picnics of it, 
gain friendship through shared en 
deavor. They Ses eee improve 
ments until more lots are sold 
Gradually paths are made, a 
meadow is F sec for a ball park, 
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surplus flowers from private gar 
dens are planted along a stream or 
rocky outerop, a beach ts) im 
proved with sand, or a spring | 
enclosed to provide pure water 
lor a swimming pool, The people 
do whatever the majority needs 
most. and hire the work done or 
do it themselves as is convenient 
to them. It should always be pos 
sible for any family to do added 
work in leu of each assessment 
when desired by them. From the 
beginning, some community in 
come is realized from the rental 


of allotment gardens, which should 


be more than suflicient to cover 
cost of plowing, el 

Such a community near Peoria. 
Ilinois, does all park mainten 
ance and playground supervision 
for $2.50 per month per family 
Since this community is outside 
the city, it also polices its own 
neighborhood, and out of — this 
monthly sum, even purchases cars 
for the policemen. Many com 
munities will prefer to handle 
playground supervision them 
selves, by each mother doing it 
a half-day each week. Some larg 
er neighborhoods will) prefer to 
hire a trained worker, with volun 
teer assistants 

An older neighborhood adds 
cout house, tennis court, com 
munity building or swimming 
pool, but only what its members 
can afford to pay for By this 
lume the developer is out of the 
picture. He has helped people to 
help themselves, which is a bette: 
contribution than any amount of 
money. He has fostered content 
ment and self-reliance as well as 
built a balanced community. 


Universal Appeal Not Intended 

You say, “This type of layout 
will not appeal to all people.” In 
deed, you are right. It wall not; 
and it is very fortunate that this 
is so. If it were not, the older com 
munities would suffer devaluation 
too rapidly. The type of person 
who wants no dealing with his 
neighbors will not be attracted 
to this set-up, nor will the person 
who is completely satisfied with 
crowds and city streets. There will 
always be some who cling to the 
old and distrust the new. Some 
may even find themselves unable 
or unwilling to cooperate with 
neighbors. However, there is no 
need to appeal to all types of peo 
ple in anything we sell, It is more 
profitable to appeal compellingly 
to one hundred people than to 
appeal mildly to a thousand, It 
is far better busine to sell a 
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house after two enthusiastic show 
ings than after 20 luke-warm ones 
As explained and illustrated in 
the December JouURNAL, con 
ventional lots may be included 
in the Livability layout, so that 
these preferences can be met also. 
Nature lovers, sports enthusi 
asts, people who understand and 
love children will be mightily at 
tracted to this type of layout, nor 
are they a minority group. For 
them, this balanced community 1s 
the answer to a long-felt need - 
the need to regain the freedom 
of the country and its neighborly 
spirit, to have near-at-hand the 
healing balm of deep-green forest 
pathways, to watch one’s children 
playing on a grassy meadow be 
side a singing brook. To obtain this 
without sacrificing the conveni 
ence of our city life, its fine roads, 
utility lines, and metropolitan cul 
ture appeals compellingly to many 
wople, Truly, it is “country-estate 
living without its prohibitive cost,” 
in’ the words of Albert 
Seattle realtor-builder. 


Livability Ideals Are Far-Reaching 


It is even better than individual 
country-estate living. Not only 
does the purchaser obtain ad 
vantages few can own singly, 
even in a country estate, but he 
achieves them in a better way 


Balch, 


through cooperating with his 


neighbors. Each family owns its 
own land and home as securely 
as before; the owner’s home 1s 
sull his castle, but he also en 
joys all the social advantages of 
cooperative action. The developer 
does not sacrifice private enter 
prise, nor the purchaser private 
ownership, both so essential to 
our American culture. But they 
both reap the benefits of coopera 
tive action without the dangers 
which lie in socialism, fascism or 
communism. 

Cooperatives can exist only in a 
democratic society. They are 
simply private enterprise on the 
group level, the pooling of private 
resources to solve a common prob 
lem, just as NAREB is, or a golf 
club. Let no one mistake them 
for a step toward socialism or 
government control. They are the 
best means of avoiding it 

Cooperative action is the very 
essence of the democratic process. 
It teaches the right of the minority 
to express itself while obeying the 
will of the majority. It) trains 
people in those arts of living that 
we must learn if we are ever to 
achieve a warless world. If the 
common man learns the laws of 
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living together in peaceful, friend 
ly, inter - cooperating neighbor 
hoods. he may apply that know 
ledge finally on an international 
scale and so build a peaceful world. 

Yes, this plan has far-reaching 
ideals for the future, but it has 
its roots in the ground and in the 
past. Man once achieved friendly 
neighborhoods, where the individ 
ual was not “dwarfed into anony 
mity.”” Often, they were not inter 
cooperating neighborhoods. Our 
pioneering grandparents achieved 
both, but the friendly pioneer vil 
lage melted away before the in 
dustriak age of big cities. Man 
must regain neighborliness. What 
he has done he can do again. This 
plan system gives him the incen 
live: it gives him something to be 
neighborly about! 

People who have thus worked 
together to achieve a more abun 
dant life than they could ever 
have alone, find through their 
co-labors a by-product even more 
valuable than the direct result of 
their labor the spirit of friend 
liness that has been absent from 
our culture since pioneer days 
Such neighborliness makes life 
richer; the community becomes 
close-knit; the individual feels his 
importance to his surroundings. 
It is of inestimable value in times 
of stress, whether personal, eco 
nomic or national. It makes for a 
more contented community, a 
more stable one. 

It also gives people something to 
he good about. Sor ial reformers 
have been telling us we must so 
condition our environment that 
the sharing instincts as well as 
the acquisitive instincts will be 
developed. A neighborhood built 
on the Livability plan does just 
that. Pride in personal possessions 
is not sacrificed, for this too is 
natural, and good. But pride in 
group possessions is also develop 
ed, and the ability to work to 
gether to achieve them is learned, 
even from earliest years. The 
most admired member of the com 
munity is not he who has most 
but he who shares most gladly 
what he has. Yet the sharing is not 
charity-giving which can weaken 
both the giver and the recipient. 
It is in line with the fine old 
American spirit of mutual re 
spect, helpfulness and achieve 
ment. 


Wholesome Effect on Children 
The opportunities for character 
development are endless. The gang 
spirit in young lads can be direct 
ed constructively, in building step 
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ping stones over a brook, beautify- 
ing a section of the park, or build- 
ing a scout house. When their 
protective instincts need expres- 
sion, the older scouts may patrol 
the park at night. All special abili- 
ties and aptitudes find an outlet, 
a means of serving more than the 
individual himself. Through this, 
he has recognition from his fel- 
lows. which everyone needs. All 
feel the sense of belonging, of be- 
ing important to a group, which is 
the social need our cities have lack- 
ed. Thus, this plan has great social 
significance for the individual, the 
neighborhood, and for society as 
a whole. 

Now is an opportune time to 
bring this new concept to your at- 
tention. The post-war housing 
shortage has been met. Until now, 
the pent-up demand for shelter 
was too great to allow the develop- 
er time to do a new thing. Yet 
with the larger families, the de- 
mand will continue, but more 
smoothly. Now the builder can 
vive this new concept the atten- 
tion it requires: can apply the 
savings demonstrated in the Jan 
uary JouRNAL to his own cost 
figures, can mentally adapt it to 
his own land. 


The Public is Ready 


The public. too, is ready for 
it. All through the war we were 
telling them of the great advances 
post-war buildings would bring. 
Our houses have improved. But, 
largely, we have built communi 
ties on the same pattern mo 
notonous. crowded, unimaginative. 
Here is a way to fulfill all their 
expectations (“It sounds like heav- 
en to me,” says one mother) — 
and profit by it at the same time. 

Another point that developers 
will be quick to see is this: War- 
time public housing and federal 
slum clearance have claimed to 
bring better standards of living to 
lowest income groups. The only 
way to curb this tendency to- 
ward government control is for 
private enterprise to do a_ better 
job than government has. By the 
use of the Livability Plan, a pri- 
vate developer can bring to all in- 
come groups social and recreation- 
al advantages hitherto undreamed 
of. He can do it without weaken- 
ing the moral fibre of our peo- 
ple as government “benevolence” 
and he can do it without 
greater cost to himself. By the 
Livability Plan, he saves money, 
and parks are the key to this sav- 
ings. 
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Homes Our 


Readers Are 


e IN MICHIGAN 


Kalamazoo real estate builder promotes homes with 


Building 


RELATIVELY new waterless type of year-round 
air conditioning unit is built into the ranch-type 

homes constructed by Earl Rushmore, a Kalamazoo, 
Michigan, real estate builder. The effectiveness of 
the system has been heavily promoted by Rushmore 
in newspaper and direct mail publicity. Last June 
he opened a model home which featured the system 
The first day 5.000 people toured the home in 80 de 
gree weather. Temperatures in the house ranged be 
tween 72 and 74 degrees, although there were about 
Oo people inside at all times 

Another sales attraction of Rushmore homes. which 
are priced in the $25,000 class, is a completely fur 
nished, partitioned basement with a tiled floor. A 
20x14-foot recreation room features a fireplace and 
knotty pine paneling on walls and ceiling. Also in 
cluded is a basement bath and shower, a large, sepa 
rate laundry room and a 44+x16-foot utility room 

The kitchen is also a pleasant room. The sink 1s 
built into a work table which angles out from the 
wall to become a snack bar dividing kitchen from 
dining area. Cabinets birch with a driftwood 
finish 

Another distinctive touch appears in the tile bath 
room. A built-in lavette tapers along one wall 

Chrysler Airtemp furnishes the air conditioning 
systems which are combined with Airtemp oil-fired 
low boy 


are 


furnaces. The unit is in two sections, a cool 
ing coil and a condensing duct 


The cooling coil is placed in the main furnace air 
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waterless air conditioners and furnished basements 


discharge duct. The condensing unit, which contain 
the mechanical parts that produce refrigeration is re 
motely located just 
above the furnace. Compressd Kreon re 
frigerant is piped from the condensing unit to the 
cooling coil and returned through copper tubing 

The furnace blower through the 
filter. furnace and cooling distributes it 
throughout the home. As the air passes through the 
cooling coil, excess moisture 1 


under the roof, almost directhy 


basement 


force home all 


coil. then 
removed 

The outside air used to cool the refrigerant fo 
merly, the job was done with water 
the home’s attached garage and atts 

A two-foot overhang shades the perimeter of the 
house. Air inlet yrills on the undersides of the over 
hang permit the outside air to circulate through thi 
attic. This circulation does away with stifling heat 
normally found in attics during w 
weather. 

Although cross ventilation is provided throughout 
the home. the wide windows are double glazed for 
year-round insulation 

Walls and ceilings are completely insulated 

For the two-week period that the unit wa 
ation in the model home, daily cost 
42 and &4 cents. William Ahldrich 
of Rushmore’s firm, considers thi 
for normal the 
to visitors 12 hours daily creating high demands on 
the air conditioner 


drawn from 


closed arin 
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ranged between 


veneral manager 
figure higher than 


usage since home has been opened 
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This Realtor Says... 


Women Sell 
Better Than Men! 


A Toledo realtor has just set up an all-woman sales force under a 


woman sales manager with 25 years of experience. He says they 


will outsell the men — they are more loyal, have chivalry on their 


side, and can better deal with the “real decision-makers” in home 


buying. What do you think? 


FTER 30 years in real estate, 
AX Claude A. Campbell, Presi 
dent of Campbell Realty Company 
of "Toledo, Ohio installed a 
completely new sales force that’s 
100°, women. Both Campbell and 
his new sales manager. Mrs. Hazel 
S. Neitzel, have good reason to be 
lieve this unique setup will come 
through with flying colors. Here’ 
why 

“Women G0°% of the 
homes that are sold, although men 
usually pay the bill.” says Camp 
bell, “thus, women, not men, real 
ly make the home buying deci 
And Campbell believes that 
understand the reactions 
and needs of other women much 
better than men do 

“A mixed sales force, employing 
both men and women. isn’t the 
answer,” according to Campbell 
Although saleswomen have fre 
with fellow 
men im real estate brokerage or 
vanizations, we believe that sales 
women will work better as mem 
bers of an all woman team and in 
rivalry with other saleswomen. As 
any experienced broker will tell 
you.” Campbell says. “a mixed ot 
vanization of salesmen and sales 
women, particularly under the di 
rection of a male sales manager, 
seems to develop disharmony 
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select 
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to vital 
information about marriages. 
births. divorces, job promotions 
and other leads which, if followed 
promptly. develop a good volume 
of residential sales.” 

“Give me a hungry sales repre 
sentative, whether man or woman 
for a successful career in mark 
ing real says Campbell 
Married women who don't depend 
on their career for their total in 
come may lack that all important 
driving force. But Campbell feels 
that many women are. stirred to 
SUCCESS by personal 
comforts and luxuries beyond the 
earning capacity of their husbands 
Then. there is the woman's inher 
ent craving for recognition. These 
two traits, ¢ ampbell believes. pro 
vide that competitive spirit so vital 
to achievement 

Selling homes and home sites 
usually can be done during con 
venient hours for a housewife and 
Campbell believes that “the mar 
keting of homes is a natural and 
suitable means of obtaining finan 
clal success) for any ambitious 
woman with industry 
and intelligence 

“The war has released women 
from dependency upon a husband 
and household She now 
has a choice of a business career, 


“Saleswomen are closer 


estate,” 


desires for 


reasonable 


( hores 
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In real 


asset. 


with or without a husband 
her marriage is an 
lability. The selling of 
homes is enticing and rewarding 
for any independent woman who 
wants to be her own boss. Licens 


estate, 


not oa 


ed sales people are associated with 
us brokers. they’re not employees 
And this distinction 
to saleswomen.” 

Campbell believes that “the 
typical saleswoman is more loyal 
to the broker with whom she is as 
sociated.” He feels that. “unlike 
salesmen, she ismt scheming to 
seize the first opportunity to set 
up a rival brokerage agency.” 

“Finally.” Campbell says, “chi 
valry still exists im most parts of 
the country. including Toledo 
Often the saleswoman will get an 
with a under 
circumstances where a salesman 
would get the brush-off.” 

In addition to his sales manager, 
Hazel Neitzel. who has had more 
than 25 years of experience in 
Toledo real estate. Campbell has 
seven charter members on his new 
sales staff. He plans to build this 
women, both experi 
enced saleswomen and newcomers 


is attractive 


interview prospect 


force to 25 


As far as Campbell can ascer 
tain. his is the first all-woman 
the American real 
estate and home building field. 


sales force in 
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Is This.... tomorrow s industrial 


This 1,200 acre industrial dis- ' . ” » 
trict in Dallas has protected subdivision: 
property values, 50 to 100 foot 
landscaped setbacks, 200-foot- 


wide streets, complete utilities 





and railroad facilities — all at an 


incentive price 80°, less per 


square foot than other industrial were | tat h ui ® sh 
+- - “ 


<< oo 
“a 


sites in the area. Brook Hollow 


Je 


may set a pattern for industrial 


growth in our cities. 


f jes largest, most modern in 
dustrial development in_ the 
country, the 1.200) acre Brook 
Hollow Industrial District. has 
been formally opened in’ Dallas. 
‘Texas. 

When fully developed this dis 
trict will represent a sponsor s mn 
vestment of S6.000.000 exclusive 
of land costs. and will serve as a 
guide for future projects of the 
same type throughout the country. 

W. C. Windsor. board chairman 
of Windsor Properties Inc 
and developers of the tract says. 
“Our purpose is to provide an asset 
to the community. Brook Hollow 
is designed to offer protec ted prop 
erty values wholesale 
and manufacturing concerns.” 

The Brook Hollow District is 
four miles from downtown Dallas 
on at tract strategically located to 
serve both metropolitan Dallas and 
Fort Worth. which miles 
west. It is surrounded by physical 
boundaries which will prevent un 
sightly encroachments, and must 
comply with all city standards. 
The Missouri, Kansas and Texas 
Railway is now letting contracts 
for about two miles of lead track 
to serve the first 200 acres 

A major feature of the district 
is a “complete package deal for in 
dustry.” The cost of all streets and 
utilities will be borne by the de 
velopers, and property owners face 
no further 
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An architect’s conception of how “Big Brook Hollow” will appear 


sometime in the 


future, The sponsors hope this will provide a model for other cities to follow in plan 


ning for their industrial growth. 


The cost of all utilities. 
streets, drainage and sanitary 
sewer will run approximately 10¢ 
per square little more 
than $4.000 per acre. Since private 
financing the tract 
no cost to the tax 


Services 


foot, or a 


business 1s 
there will be 
payers. 

The designers are attempting to 
make this the nation’s most beauti 
ful and largest industrial develop 
ment. It will have 50 to 100 foot 
landscaped setbacks. The land 
scapers emphasize that the grounds 
will be neat and distinctive year 
round, and will be laid out to pro 
vide for the least maintenance cost 

Engineers were employed to plan 
an attractive district, where prop 
erty values would be protec ted 


They have made traffic flow ef 
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ficient by planning streets from 60 
to 200 feet wide with off-the-street 
customer and employee parking 
lots. The principal street has al 
ready been paved, and the cross 
utilities, 
being installed 
Incentive prices in¢ lude 368 
feet-deep property at 20¢ per 
square foot and 871.2-feet-deep 
property for 15¢ a square foot 
This is approximately 80% les 
than other industrial development 
in the area, These prices will pre 
vail until a limited 


acres are sold 


streets, and sewer are 


number of 


Iwo large organizations have 
each purchased 24-acre sites on 
which they 
buildings 


large 
active 


plan to erect 
other 
about to buy 


Several 
prospec ts are 
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Faced with a serious slum problem in its fourth ward, Englewood, 


New Jersey, a city of 25,000, is reaping results from a plan 


proposed three years ago, fought over for two years, and put into 


effect in late 1952. They divided fourth ward dwellings into 


four classes, built 45 new homes, moved everybody “up 


one,” and are destroying the sub-standard units. 


_ Everybody Moved 





Houses graded “substandard” in Englewood'’s Fourth Ward 
were those in poorest condition. In most cases, they were 
Structurally unsound and unfit for human occupation. 


“Pai” homes were those in good condition structurally but 
which had been poorly maintained. They required general 
repair work, modernization, and cleaning up 


This is an example of houses in the “good” category. Tt is 
considerably newer than the two lower classes of houses, is 
of sound construction, and has been fairly well-maintained. 


m@ | 1 
ma" oS 


“Up One” 


N ENGLEWOOD. New Jersey. 
private enterprise has teamed 

up with city officials to solve its 
slum problem. The first step was 
the construction of 45 new homes 
by a private builder, James D’ Ago 
stino, on attractive land sold at a 
token price by the city. The homes 
sell for $9.700 and have 414 rooms. 
full basements and expansion at 
tics Where two more rooms can be 
added. They are equipped with 
General Electric forced warm air 
heating and have such other fea 
tures as American-Standard 
plumbing, Wel-Bilt kitchen rang 
es, Beleo double-hung wood win 
dows, and Fasco ventilating fans 

Lots are 50 by 100 feet, lands 
caped, and in an area which has 
all public utilities. 

Purchasers of the homes were 
thoroughly screened by a city hous 
ing authority. Homes were sold 
only to persons in need of low-cost 
housing, thus relieving congested 
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slums in Englewood’s fourth ward 

Existing homes in the predomi 
nantly negro ward have been di 
vided into four classifications 
new, good, fair and sub-standard 
If the owner of a “new” house 
buys one of the homes in_ the 
I) Agostino project called En 
glewood Manor a family from 
a “good” house moves into his old 
one; the family in a “fair” one 
moves into the “good” house; and 
the family from the “sub-standard” 
dwelling moves into the “fair” 
home. The sub-standard home. is 
then condemned and torn down 

Key to the plan was the type of 
financing and the kind of home 
constructed, 

The homes were offered to vet 
erans for 5°4 down on a 30-year 
mortgage at 414° interest. Non 
veterans could buy with $1,200 
down on a 25-year mortgage at 
114°). ‘The financing program was 
set up by George Rothman, presi 
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Build America Better Series 


This “new” home appears to be larger and of better construction than homes in 
Englewood Manor, and there were several of these in the Fourth Ward 


Street scene of Englewood Manor shows portion of 45 new homes constructed to 
relieve Fourth Ward congestion, by setting off a chain of eccupancy changes 
when a purchaser of an Englewood Manor Home moves from a “new” home in 
the Fourth Ward, the occupant of a “good” home moves into the “new” one, the 
“fair” home occupant moves into the “good” house, the “sub-standard” into the 
“fair”, and the “sub-standard” structure is demolished. 


Englewood Manor homes have 768 square feet of 


space, 4 
with space for two additional bedrooms. 


» rooms, full basements, expansion attics 
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dent of Northern New Jersey 
Mortgage Associates, with Engle 
wood city officials. Mortgage terms 
were so arranged by Rothman that 
purchasers can make payments of 
any amount at any time without 
penalty 

Not only were financing term 
attractive to prospective purcha 
ers. but buyers of the homes found 
they were getting top value for the 
money. The S9.700 homes would 
ordinarily sell for $12,000. Thi 
low price was made possible be 
cause the brokerage fee was elimi 
nated. the tract was offered by the 
city at a token price, and most of 
the land was fully improved 

The city housing authority 
screened about 300 applicants for 
Englewood Manor check 
ing their qualifications and credit 
before making a decision. 80°% of 
the home 


homes. 


were sold to veteran 
and 20°) to non-veterans. It wa 
hoped at the outset that half of the 
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homes would be sold to veterans 
and half to non-veterans. 

How hard was it to set up the 
Englewood plan? It took a great 
deal of work by public-spirited cit 
izens and city officials 

The plan won approval in En 
vlewood late in 1952 after a bitter 
214-year fight within the city 
First introduced by Mayor M. Les 
he Denning in 1950, it was aban 
doned in February 1951 when the 
city realized applicants for low 
cost housing would be unable to 
meet downpayments required un 
der regulation X, which set con 
trols on home buying 

The proposal was re-introduced 
by Mavor Denning in 1952 and 
new bids were accepted for con 
truction of the new homes in the 
plan. Low bid was by James 
I) Agostino. 

There were public forums, dis 
CUSSIONIS, 


studies made and pam 
phlets printed 


The League of 
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Women Voters. the Urban League 
and the Fourth Ward Property 
Owner's Association, and other in 
terested residents, took part) in 
talks which pointed out the pros 
and cons of the Mayor plan 
versus public housing. This result 
ed in approval of the plan which 
is now in full swing 

There were drawbacks. For ex 
ample, in some cases, relatives liv 
ing in one of the “new” existing 
homes in the Fourth Ward pur 
chased one of Englewood Manor 
homes. In such cases, it relieved 
congestion ino one of the newer 
homes in the Fourth Ward but 
failed to alleviate sub-standard 
housing. However, in most cases 
the chain of occupancy from “sub 
tandard” to “fair” to “good” to 
new” housing went through a 
expected, Englewood citizens and 
officials are quite pleased with the 
results, in spite of the difficultie 
in vetting the plan started 





Make Your 
Telephone Pay 


Dividends 


Your sale begins when the telephone is answered. 
Here are hints on handling inquiries — what to do 
when the party won't give his name or address, 
how to get away from discussing price, what infor- 
mation you should supply, how to control the con- 
versation — ways for your salesmen to build up 
sales potential over the telephone. 


Part Il 
By RENE R. LINDEN* 
Michigan Bell Telephone Company 


Detroit 


TIS AT THE MOMENT when the telephone is 

answered, that the sale begins. Many good sales 
men say that the sale doesn’t really begin until the 
prospect says no. You may have it either way, but I 
think you will appreciate that your active phase of 
selling must start when you answer the + en el 
Here are some of the more prevalent faults in han 
dling prospects 


Show Personal Interest 

The most glaring fault is conveying complete and 
utter indifference. That may not be what is meant 
but that’s what is conveyed to the calling party 
a feeling that the call is just another interruption 
in what you are doing. Sometimes it takes the form 
of impatient answers or “yup” or “nope” or “uh 
huh,” and other times it is actual irritation that 
gets into the salesman’s voice. Always the calling 
party gets the impression that he has interrupted 
something that is much more important than what 
he is calling about. 

This is one of the easiest correct. But 
there must be a spark from within to make the cor 
rection. The techniques and all the rest won't do 
it. In other words, a change in basic attitude toward 
callers is necessary and is done by this transition to 
personal interest 

The second glaring fault in handling inquiries is 
putting too much emphasis on what the salesman 
has to sell and not enough on the prospects needs. 


Get Names and Addresses 
A third fault is improperly handling the prospect 


errors to 
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who is reluctant or even refuses to give his name or 
address. I know this is a big problem. Nearly always 
a refusal of that kind follows a request for price. ‘Too 
often the salesman answering the call assumes the 
caller withholds his name because he is not 
to buy. IT don’t know as you can make that assump 
tion. [| think you've got to find a way to offer some 
thing to this calling party more important than, let 
us say the thing that is on his mind at the moment. 
price or the address. Now Tl have to leave it to 
your ingenuity to find out what those things may 
be. I can only point the direction. Of course, avoid 
showing any sign of displeasure about the reluctance 
on the part of the caller to give you his name. ‘That 
only antagonizes him further 

Here are a few hints Pve seen used successfully in 


read 


vetting around this reluctance to give the name 
Would it be possible to point out to the prospect who 
believes the price bat just right, that you will be 
glad to keep him informed if there is any change? 
I don't know how that fits in with your selling ap 
proach but it may offer possibilities in) some case 

Or, you may point out that this house has many 
desirable features, depending on his requirement 

“could you tell me what your requirements 
Mr. Customer?” Get him talking about what hi 
needs are, get him off the price discussion. Finally 
offer to send him any bulletins or lists or any othe 
material that you may have to offer from time to 
time. Offer to put him on your mailing list if you 
make a practice of sending material out. Many have 
that successfully as a means of getting the 
identity of their telephone prospects 


used 


Steer Clear of Price 
Another serious fault in handling inquiries is re 
luctance to talk about anything but Avoid 
concentrating on price alone, and lay the stress on 
qualities and features of the house, the feature 
which seem to be uppermost in the customer's mind 
That requires alertness on your part, to know what 


price 


* Adapted from a copyrighted lecture given at the University of Michigar 
for the Michigan Real Estate Clinic (permission University of Michigan) 
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is on his mind, and frequently those opening state 
ments give you clues. You must remember that even 
explaining the features is not enough, you can ex 
plain the features but you finally have to sell the 
reason for buying and that’s what you want to find 
out. That’s why you want to get off the discussion of 
price alone. He should have the feeling after you're 
through talking with him that he’s getting the best 
value for his money based on his needs. If he doesn’t 
have that feeling you probably haven't passed the 
order-taking phase 


Be a Good Listener 

Another mistake in handling inquiries. is failure 
to control the conversation. There is an inclination 
to talk too much. You want to become better listeners 
so you can find out what this party’s problem is 
Let him state his problem, and it’s a good idea to 
let him know that you understand what his prob 
lem is by reviewing some of the pertinent facts that 
he may have brought out 

Know everything about every listing you have. 
Know the things that may be very important to this 
calling party. Things that he expects you to know, 
and if you are alert and ready you can get into a 
discussion and paint word pictures. Speak with en 
thusiasm. the kind of enthusiasm that has been 
described as “faith in action.” 

Last, but not least in these failures on negotiations. 
is contradicting and arguing with the prospect. I 
don’t think one does it consciously, but there is this 
inclination to show a little irritation which gets the 
calling party a little miffed. The first thing you know 
he is challenging you 


Handle Calls Like This 
I'd like to give you one more illustration one 
that is more typical of some of the better handling | 
encountered. 
( Plays record ) 


“Good morning, Ajax Realty.” 


“That house you have at 


Prospective Customer 
3079 Perry?” 








Telephone girl: “That is handled by Mr. Galla 
gher, Tl be glad to let you talk to him.” 

Prospective Customer: “All right, thank you.” 

Mr. Gallagher: “This is Mr. Gallagher.” 

Prospective Customer: “I'd like to know the price 
and other details of that house you have advertised 
at 3079 Perry.” 

Mr. Gallagher: “This house at twenty-two six has 
many nice features, of course depending on what 
you are looking for. Could you tell me something 
about your requirements?” 

Prospective Customer: “Yes, we are looking for a 
three bedroom colonial in this section of town, near 
a grade school and preferably under $20,000.” 

Mr. Gallagher: “Well, you might be very interested 
in this house even at a slightly higher price, when 
you see what has been put into it. I gather you have 
some young children, it that right?” 

Prospective Customer: “Yes, we have two boys in 
grade school and one girl in kindergarten and the 
house we own is too small, only two bedrooms and 
we hesitate to put money into a recreation room 
for the children knowing that we have to move, so 
we are looking » 

Mr. Gallagher: “Well. this is a family home, it has 
a basement recreation room, twin size bedrooms with 
good closets. a modern kitchen, and other fine details.’ 

Prospective Customer: “It does sound interesting 
from your desc ription 4 

Mr. Gallagher: “Would you be free to go through 
it with me today?” 


Prospective Customer: “Why, yes, I think so, this 
afternoon if possible.” 
Mr. Gallagher: “Vd like to make the arrange 


ments for that and [ll call you back within a half 
hour. May I have your name and telephone number 
please?” 

Prospec tive Customer: “Yes, 
University Heights, 2980.” 

You can see how a little common courtesy and in 
terest in the calling party leads up to something 
that might represent sales potential 


I'm Mrs. Temple at 





Theyre 
Selling 


im 


Sacramento 


N Sacramento, California, Jones, Brand & Hullin 

aren't finding indications of a slump in the real 
estate market. In fact, their salesmen must have set 
some sort of record with the sale of 175 lots in two 
hours a total volume of $248,000. 


Wilbur F. Brand, secretary-treasurer of the firm 


NATIONAL REAL Estate AND BuILDING JOURNAL 








February, 






RIVER PARK, \JNIT 
MELOTS io: NoG 


One -BRanD MULLIN it 


believes the majority of purchasers are planning to 


build in the immediate future. He says, “Purchasers 


were in line to buy ten days before the sale.” 

The subdividers allowed purchasers to be repre 
sented in the priority 
the number of | 


line by standees, but limited 


ots to ten for any one individual 
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Is a deficiency judgment in a foreclosure sale a lien on the property 


sold? Can an owner cancel an exclusive if you haven't agreed on 


commission? When is a broker only an “agent?” Here are answers. 


DEFICIENCY judgment in a 

foreclosure sale is not a lien 
on the property sold, unless the 
mortgagor still owning the prop 
erty, redeems, or buys at the sale, 
or re-acquires tithe which is equiva 
lent to a redemption, Neither is a 
deficiency a basis for a second sale. 
since one sale exhausts the decree. 
the lien has been ex 
tinguished, or merged in the de 
cree 


mortpaye 


This seems so obvious that one 
wonders how it ever could have 
been questioned, and yet the point 
has been raised in several 
No one would bid at foreclosure 
sales if he had to take the property 
subject to a deficiency judgment 
and no subsequent liener would re 
deem if he had to take the proper 
ty subject to such judgment 

In the case of Seligman vs. Laub 
heimer, 98 Ill. 124, the court said 

“What benefit results to the 
second mortgagee from his re 
demption? It was insisted in the 
argument that it was equivalent 


Cases. 


Ta) 


to a redemption by the mortgagor, 
and merely restored the parties to 
their position before the sale. Then 
the right of a grantee to redeem is 
the merest delusion. He only ac 
commodates the prior mortgagee 
by the payment of money, but de 
rives no advantage from it. His 
then, one of folly, and 
the statute but a trap for the un 
wary. It is admitted in argument, 
that the redemption, under the 
statute, is not from the mortgage, 
but from the sale. If the construc 
tion claimed be correct. then the 
right exists. but without any bene 
fits resulting from its exercise 
“Without determining the legal 
effect of the mere foreclosure. we 
do hold that the decree, followed 
by a sale of the premises, the pur 


act, Was 


chase, and the subsequent acts of 
the first mortgagee. extinguished 
his mortgage lien.” 

The court takes a telling side 
swipe at the “The 
party might have purchased for 
the entire amount of 


mortgagee 


his dec ree 
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Real 


By GEORGE ANDERSON 


This he neglects to do. The object 
was undoubtedly to buy the land 
at a reduced price, and make the 
remainder of the money by 
of other property. The hope was. 
speculation. This enriches the few 
but ruins many.” 


a sale 


5 hg owner of a building listed 
it for sale with a broker. The 
owner refused to agree to pay the 
usual commission, and they had 
quite an argument about the com 
The broker not 
to lose the listing. said. “‘Let’s leave 
the commission until the building 
is sold.” The owner agreed to thi 
and the broker put it that way in 
the the 
owner cancelled the exclusive. He 
could probably do this. If a 
tract state price it 
is umplied that a reasonable price 
will be 
listing. the fair and usual commis 
ston. But when a contract purports 
to leave a matter to future deter 
mination. or when it states a price 
void for 


mission wishing 


exclusive. A week later 
CO 
does not any 


paid, and in the case of a 


mn uncertain terms. it as 
uncertainty. The very attempt to 
state the matter. or their under 
standing that it should be left for 
future determination through mu 
tual agreement, makes it clear that 
an objectively determined reason 
able price. was not contemplated 
and might be inconsistent with 
their intention. Had the broker 
sold the property, and a deal clos 
ed, the owner would probably have 
to pay him a 
pensation. 


reasonable’? com 


MAN sauntered into a_ real 

estate office. and said to the 
broker. “I want you to sell my 
building for me. The price is $25 
OOO, and not one cent ” The 
broker said, “Will you give me an 
exclusive for 60 days?” The man 
“T don’t mind if I do.” The 
broker filled out an exclusive, “I 
hereby appoint you my exclusive 


agent for the sale of. et . Do vou 


less 


said. 


see any pitfall in this transaction? 

l think from the 
used the seller constituted — the 
broker a “middleman.” and not an 
“agent.” What effect the 
“agent” in the exclusive 
hard to say. The 
the 
broker re eived a COMMISSION fre It} 
the buyer 
An agent has no right to receive 
such a commission, but a middle 
man does. Ask yout what 
he thinks about this 


conversation 


use ol 
the word 
would have Is 


question would only arise if 


unknown to the seller 


law yer 
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William J. Elliott has been a realtor and developer 
in El Paso, Texas, since 1946. Elliott was one of the 
principle developers in El Paso’s Piedmont addition 
and Kern Place and he has built some 600 homes in 
the 150-acre Beaumont and Logan Heights additions. 
Currently he is building a minimum of 350 homes in 
the 225-acre Clardy Fox subdivision and developing 
the 265-acre Mission Hills section. A founding father of 
NAHB, he has been a director since 1942. Elliott is a 
sought-after speaker, a regional organizer, an officer and 
director of the Texas Real Estate Association and peren 
nial secretary-treasurer of the El Paso Board of Realtors 











“I changed my mind...” 
says William J. Elliott 


of El Paso, Texas 














\ HEN the Perrect Home representative came to my office to 

renew our franchise for a second year, I told him I wasn’t in- 
terested. I didn’t think Perrect Home had been of great value to 
us. My secretary overheard the conversation, came into my office and 
suggested we renew our franchise indefinitely. She was handling the 
mailing list and had numerous calls each month about changes of 
address and people calling to suggest names of friends who would 
like to receive PERFECT HOME. 

“I changed my mind when I began to check the effect of Perrect 
Home myself and found that it is the most effective goodwill builder 
we have ever used. We have now mailed Perrecr HOME to a select 
mailing list for the past three years.” 

Perrect HOME is a magazine professionally edited and prepared 
as the personalized house magazine for “blue ribbon” real estate, 
home building, and home financing organizations. Received each 
month by key, influential families, it promotes the “home idea” in 
your community. 

Costs for sponsoring Perrect HOMe are nominal. Editorial, art, 
photographic and other preparation expenses are shared by sponsors 
throughout America. Local reproduction and mailing costs are shared 
by selected, reliable local building factors who benefit from a program 
which stimulates home ownership and connotes quality. 

A limited number of exclusive, annual, renewable franchises are 
available to established organizations with unusually high qualifica 
tions. 

If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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STOCK DIVIDENDS ISSUED 
for accumulated surplus. In C. P 
Chamberlain v. Comm... the Sixth 
Circuit Court of Appeals, reversed 
the Commissioner and the Tax 
Court and sustained the taxpayer 
The taxpayer corporation (85%, 
owned by ican and wife) de 
clared and issued a 5-for-1 stock 
dividend of 50121% common shares 
and a stock dividend of 8020 shares 
of 44%4% cumulative $100 par val 
ue preferred stock. The accumulat 
ed surplus account was adjusted by 
a transfer to capital stock account 


Mkatare ctor Of the 


ELECTRIC 


my or: 0-9 ¢:1 -¢:) a 


Most apartments and 
stores have devices or lighting circuits 
that must be turned on and off daily or 
nightly, at the proper times, or on week- 
ends. Ordinarily that must be done either 
by a custodian or the occupant. A Time 
Switch will do it for pennies, without at- 
tention from anybody. 


Time Switches turn on and off hall or 
corridor lights, signs, bulletin boards, 
protective lighting—also start and stop 
heating and air conditioning systems, 
water heaters, and other equipment. 


The whole story of Time 
Switches—those wonderful, auto- 
matic workers—is told in the FREE book- 
let, “The Story of the Electric Watchman.” 
Write a postcard to: TIME SWITCH 
SECTION, National Electrical Manufac- 
turers Ass'n., 155 E. 44th St., Dept. N-2-4, 
New York 17, N. Y. 
1 MEMBERS; GENERAL ELECTRIC + PARAGON 
RELIANCE « SANGAMO «+ TORK 











j | - 
i] ¥ 


Eight thousand shares of the pre 
ferred stock issued to stockholders 
was sold by them to two insurance 
companies for cash. The dividends 
received in common. stock were 
not taxable, but the proceeds from 
the sale of the preferred stock were 
reported by stockholders as long 
term capital gains after adjustment 
for cost. The Court of Appeals 
based their decision presumably 
on the fact that all transactions 
were bona fide and legal and that 
cash received from the sale of the 
stock was not received direct from 
the corporation as cash dividends 


] as was claimed by prior decisions 


PRIVATE ANNUTTIES. When 


| a transfer of property is made for 


a promise to make fixed annual 
payments for life it is considered 
a sale of property for its market 
value and a purchase of an an 
nuity for the same amount. Ex 
ample: Father transfers property 
to his son in’ consideration of 
$2,000.00 annual payments until 
his father’s death. The separate 
transactions are: 


| 1. (a) Sale of property 


at its market value $30,000.00 


(b) Of which the cost 
to father is 15,000.00 
©) Resulting in a 


capital gain of $15,000.00 


2. Purchase of an annuity 
by father value at 


$30,000.00 

Which will be reported by fath 
er as follows 

Under Sec. 22 (b) (2)-2, 
$900.00 or 3% of $30,000.00 each 
year as ordinary income. The bal 
ance of the $2000.00 or $1100.00, 
will be used to reduce the value 
of the annuity of $30,000.00. Until 
the cost of $15,000.00 is recovered 
there will be no tax (Sec. 22 (b) 
(2) ) on the $1100.00 received 
each year, but when the $1100.00 
is applied as a reduction of the 
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capital gain of $15,000.00 it will 
be iaxed as such. When the full 
$30,000.00 has been recovered any 
payments received thereafter will 
be taxed as ordinary income 


CAPITALIZING TAXES AND 
interest on vacant lots or unim 
proved property may be profitable 
to you tax-wise if the standard de 
duction to which you are entitled 
is greater than the total allowable 
deductions on Page 3 Form 1040, 
plus taxes and interest on such 
vacant property. Capitalizing such 
taxes will allow you to recover 
them as additions to cost basis of 
the unimproved property if it is 
subsequently sold. However, such 
option is not applicable nor avail 
able on improved property. (Megi 
bow, TC) 


INTEREST DEDUCTION DE 
pends on how proceeds of loan are 
used. If you borrow money with 
use of a mortgage on rental real 
estate you will have to show that 
the proceeds were used in connec 
tion with that property or some 
other income producing property. 
to get credit for the interest paid 
as an ordinary and necessary busi 
ness deduction. As decided by the 
United States Court of Appeals for 
the Fifth Circuit who reversed and 
remanded the decision of the Dis 
trict Court in the case ULS. 5 


R. Wharton 


Isaac 


WHEN YOU TRADE-IN 
your business automobile, losses o1 
gains are not recognized. It is an 
exchange of like property held for 
productive use in business. Exam 
ple: A salesman paid $3000 for a 
car three years ago. It has been 
depreciated three of four years. 
with a current book value of $750 
He trades it in for a new car cost 
ing $3000. An allowance of $1000 
is made for the old car. Basis of 
the new car is computed as fol 
lows 
Cost of new 

automobile 

Trade-in allow 

ance old car 


Book value 


83.000 
$1.000 


750 0 


Jasis of new car for depre¢ tation. $2,750 

If the book value of the old car 
and the trade-in allowance had 
been the same the basis of the new 
car will be $3000. However. if the 
trade-in allowance is less than the 
book value of the old car the dif 
ference will be added to the cost 
of the new car. 
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[ Am Vour Home 
sR | a perfect 
oe _ gift for 
home buyers 











a powerful 
sales piece for 
home prospects 








W's “I Am Your Home” first appeared in the Journal in January, 1950, 
it was hailed as one of the finest tributes to home ever written. Since that 
time it has warmed the hearts of millions, serving as a stirring declaration of 
what home really means to our American way of life. 

Authored by the Journal's editorial director, Ralph H. Clements, “I Am Your 
Home” speaks in glowing prose of the values of home and home ownership. 

Thousands of requests from real estate and home building organizations have 
poured into the Journal office for copies of this creed for distribution to home 
buyers and prospects. In answer to these requests, handsome two-color repro 
ductions of “I Am Your Home” have been prepared to make it an unusual, 
effective, lasting mailing piece to send to prospective home buyers. And copies 
of the creed have been produced on parchment-like stock suitable for framing 
making it an ideal, thoughtful gift for home buyers. You can have copies of 


“I Am Your Home” to send to your clients at the following prices 


MAILING Copies FRAMING COPIES 


10 copies $ .60 10 copies $2.00 
100 2.50 100 15.00 
500 11.00 500 60.00 

1,000 21.00 1,000 100.00 


National Real Estate and Building Journal 
427 Sixth Avenue, SE 
Cedar Rapids, lowa 


Please send me copies of “I Am 
Your Home” for mailing, framing purposes 
(circle one) 

N A ‘i | Q N A L R I. A L, y S TA T KE Remittance of is enclosed 
AND BUILDING JOURNAL 


C E D A R SA PESOS, 1 OWA 


Signed 
Address 


PE EDS eS 
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NATIONAL 
REAL ESTATE SECTION 


AAA-1 rated Jr. Dept. Store Chain will lease or \ 





buy 25 to 60 ft. frontage in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co- 


operation invited. Edw. Mitchell, 276 - 5th Ave., 


FOR EVERY PURPOSE- 
REAL ESTATE, BUSINESS, ETC. 
MADE OF 30-GAUGE METAL 
SIZE 14x20 IN. LARGE 
SIZE ALSO AVAILABLE. 
77010 DAY DELIVERY 


“WE SIGN THE NATION® 


CHICAGO B. ILL. 


__ Training 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 

War II and Korean Veterans 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
Suite 300 Law Bidg. Kansas City, Mo. 


FOR 








EXCHANGES 


What YOU own for what YOU prefer 
NATIONALLY 
inter-City, Inter-State, Foreign Countries 


PALM SPRINGS 


Rental accommodations: Hotel, Units, Resi- 
dences. Exchanges: CHICAGO, NEW YORK 
and HOUSION for SO. CALIF., PALM 
SPRINGS, or WEST COAST. Courtesy to 
operators and realtors. CASH-OUTS in your 
community. Have CASH buyers six, seven, 
eight figures; unearned increment and poten- 
tial, Since 1925 


LAKE TAHOE PROPERTIES 
Read our advertisement each Friday in the 
National edition of the WALL STREET 
JOURNAL, 
HEFFERNAN LAND CO., INC. (Realtors> 
Drawer "CC", Palm Springs, Calif. 











SIGR 


= SERVICE = 


BAKED - 30 GAUGE - 14” X 20; LOTS.44 EA 
1 TOODAY DELIVERY © O. BOX 1022 


GREENVILLES.C 


t2 


\\ \ U Z | 
FOF 
CAT 


<= “WM. 


With all signs pointing to the need for more aggressive merchan- 
dising, a Detroit realtor has come up with an attention-getting 
idea. Instead of putting up a “For Sale” sign in front of the houses 
he has sold, his signs 5 “Too Late!” 











Competitive apartment buildings in Manhattan are doing much bet- 
ter than in other metropolitan areas around the country as far as 
vacancies are concerned. A survey which was just completed 
shows a vacancy of 0.3% at the end of the third quarter of °53 
compared to 0.5%, a year before. 


The island, which was originally purchased from the Indians for 
something like $24, now has 1.573 apartment buildings on it con 
taining 92,232 apartment units. 73% of these are elevator build 
ings and the rest are walk-up. Nearly 19,000 of these units have 
been added since the end of World War I 


Women are gaining quite a foothold in the real estate industry. 
The Toledo realtor who switched over to an “all-girl” sales force 
described in this issue is only one example. In Westfield, New 
Jersey, Nancy Reynolds has become the first woman ever to cap 
ture a state office in the New Jersey Association of Real Estate 
Boards. She’s past president of her local board and now a district 


vice-president of NJAREB. 


Perhaps the largest real estate transaction ever to take place west 
of the Mississippi was consummated in the year just ended. (If 
you know of a larger one, we want to hear about it.) It was com 
leted when University of Washington regents gave a 35-yea1 
ease on its downtown Seattle metropolitan tract to Roger Stevens, 
head of a Detroit syndicate. The money involved is said to be a 
minimum of $37 million “for management and development of 
the 10-acre metropolitan center.” 


Stevens, a former filling station operator who made good by his 
unusual talent for spotting real estate opportunities, is also head 
of the syndicate which in 1951 purchased the Empire State Build 
ing for $51 million. Called an “almost legendary figure” by his 
associates, Stevens signed an agreement in March of last year to 
purchase a tract in downtown Boston which he plans to turn into 
a giant business and entertainment center rivaling New York’s 
Rockefeller Center. It is expected to be a $75 million operation. 


The Seattle transaction was consummated through the cooperation 
of John Davis & Company of Seattle, represented by L. W. Wiley, 


and Albert B. Ashforth, Inc.. represented by Donald B. Callender 
The link between the two companies began with a college friend 
ship of Wiley and Ashforth in Yale University in 1920. Both went 
into the real estate business on opposite coasts after graduation, 
and Wiley’s company later became West Coast correspondent for 
the Ashforth Company. 








14” x 20” 30 Gavuce Street BAKED ENAMEI 


39c ; _ of 500 45c¢ omy 100 
Write for Literature and Discounts 


ENAMEL PRINTERS, Inc. 


Baked Enamel on 30 gauge Metal 
“Write for FREE SAMPLE, Illustrated 


Literature and Prices’’ 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 








Dept. A 619 E. Main St., Richmond, Va. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 
SALES 


eC HICAGO, ILI @eNEW YORK. NY 
Peters & Pete bass & Wolper, Inc 
928 South Park Ave bast 42nd Si 


Main Street Proper- 


ties Anywhere in 
the U.S.A 


@DENVER, COL 
Garrett-Brombield & 
Co 
Security Bld 


@lLAMPA, FLA 
R. C. Hilton, Inc 
$338 S. Dale 


Mabry 


@FORT LAUDER 
DALE, FLA 
Jack Higginbotham 
Inc 


2882 Sunrise Blyd 


eWICHITA FALLS 
IEN 


Ray Keith Realty 


Co 
P.O. Box 2195 


FOR EXPERT 
APPRAISAL SERVICE 


FOR IDEAL 


FOR LAND PLANNING 


STORE LOCATIONS 


@eALLENIOWN, PA 


I he Jar ret 
Organization 

$42 Hamilton St 
Specializing 
Fastern Pent 


@ALGUSTA, GA 


Sherman-Hemstreet 
Realty Co 
SOt Broad St 


ebBALTIMORE, Mb 
B. Howard Richard 


m 
Morris Bldg 


eCOLUMBLS, OHIO 
William P. Zinn & 


$7 North Third St 


@KANSAS CILY 
MO 


eWILMETIE, ILl 
Myron H. West 
°16 Greenleaf Ave 
ePRONIDENCI 

RHODE ISLAND 

W. Henry Colemar 

Retail, Wholesale 

Industrial 
» Westminster S 


FOR PROPERTY 
MANAGEMENT 


@SARASOLA, FLA 
lbon B. Newburn, 
144 So. Pineapple 
ae eCOLUMBUS.OHIG — eDENVER, COLO 
William P. Zinn & Garrett-Bromheld 
Co & Co 
North Third St Security Bide 


esc HENEC TADY, 
NY 


R. ©. Blase 
511 State St 


@LOPEKA, KAN 
(sreenwood Agency 
08 Fast Seventh St 


elhOLEDO, OHLO 
the Al EB. Reuben 
Co 
8-20 Madison Ave 


FOR INDUSTRIAL 


eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
$7 North Third St 


@EAST ORANGI 
N.J 


Godfrey K. Preise 
M.A.1 S.R.A 
1. N. Harrison St 


@eFORT SMITH, 
ARK 


Ray E. Patterson 
M.A.1. — S.R.A 


705 Garrison Ave 


@ MINNEAPOLIS 
MINN 
Norman L. Newhall 
M.A.1 


519 Marquette Ave 


@ NASHVILLE, 
TENN 
Biscoe Griffith Co 
—Since 1914— 
214 Union St. 
Tenn.—Ky.—Ala 


@NEWARK, N.J 
Harry J. Stevens, 
N 


1.A.1 
478 Central Ave 


@NEWARK, N.J 
Van Ness Corp. 
H. W. Van Ness, 

President 
‘4 Commerce St 


@NEW YORK, N.Y 


Scientific Appraisal 
Corp 

7? East 42nd St 

$200,000 values and 
up only 


@PHILADELPHIA, 
PA 


Richard J. Seltzer, 
M.A.I 


1422 ( hestnut St 


est. LOUIS, MO 
Ouo J. Dickmann, 
M.A.I 


1861 Railway Ex- 
change Bide 


e TOLEDO, OHIO 
Howard W. Etchen 
M.A.I 


Etchen-Lutz Co. 


Moseley & Compas 
Retail, Wholesale @!ULSA, OKLA 

Industrial i s. Bradburn 
Suite ILI1, Insu 1921 FB. 13th St 


ance Exch. Bld 


eWASHTIINGTION, 
@NEW ORLEANS DA 
LA Shannon & Luchs 
Leo Fellman & Co Co 
829 Union St IwWOH St NW 


FOR FARMS 
AND RANCHES 


eRICHMOND, VA 


G. B. Lorraine 
Law Building 
Broker's Co-opera- 
tion Invited 
Write for 
Free Booklet 
‘Virginia”’ 


@ BRADENTON, 
FLA 


Walter S. Hardin 
Realty Co 
26 years’ experience 
Hardin Bide., 
4012 12th St 


Rates for Advertising 


In the “Consult These Specialists’ 
Department: 


2 lines 12 issues 


2 lines 6 issues 
2 lines less than 6 issues 
Additional lines. 50 cents per issue 


No charee for city and state lines 


SITES AND PROPERTIES 


@eALLENIOWN,P 
The Jarrett 
Organization 
42 Hamilton St 
Specializing 
astern Penn 


eCOLUMBUS,OH 


\ @KANSAS CLEY 
MO 
Moseley & Company 
Retail, Wholesale, 
Industrial 
Suite TITL, Insur- 
ince Exch Bide 


te) @MEMPHIS, LENN 


William P. Zinn & b. ©. Bailey & 


Co 
37 North Third St 


eEDMONTON, 
CANADA 
Campbell & 
Haliburton Lid 
10029 Jasper Ave 


eRNGLEWOOD, 
COLO. 


Wilson & Wilson 
2868 S. Broadway 


eiINGLEWOOD, 
CALIP. 


Emerson W. Dawson 


P.O. Box 555 


Co., Inc 
128 Monroe Avenue 


est. LOUIS, MO 
Otto J. Dickmann, 
M.A.I 


161 Railway 
Exchange Bldg 


@ SCHENECTADY, 
N.Y 


RK. C. Blase 
W9-511 State St 


e@LORONTO, 
CANADA 
Shortill & Hodgkins 
Limite 
2781 Yonge St. 


e@WICHITA FALLS 
TEX 


Ray Keith Realty 


Co 
P.O. Box 2195 





Here is a 3-bedroom house with a remarkable floor plan FOUR ORIENTATIONS 
that can save you money. Like other Pollman Homes it is FROM ONE BASIC FLOOR PLAN 
designed for convenient living and styled to appeal to the The Pollman L-SHAPE homes can be 


. Base . . riented 4 different ways and are 
most discriminating buyer. It offers you the economies of ee a 
‘ / available in many different elevations. 
Pollman top flight designing and engineering, and con- Both basement and non-basement models. 
: °.e . . . . Exterior treatment includes lap-siding, 
trolled factory assembly. In addition its various ovientation > egies — I 5 


‘ shake shingles, vertical siding in both 
possibilities and choice of elevations permit a builder to painted and stained surfaces. 


further cut costs by concentrating on a single house. With aa [J rtlift 

the L-SHAPE you avoid completely that" peas ina pod” look. Cie ar : af {er 
; ) LC | ar 

{ id | 


d b | 


_7 
. . . . . . ° ' . 
If you are a builder or an investor interested in building i Jt ine 
better, more salable homes for less money, write today. 


We will be glad to send you complete information or have 
our local factory representative call. 


THE THYER MANUFACTURING CORP. 


2850 Wayne Street 
Toledo, Ohio 


For information on the Southerner Line of L-SHAPE Pollman Homes for Southern and Gulf Coast climates 


write 





